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Ever Been Fined for 


Wearing a Tie? 


A handsome cravat may be the height of good taste on most 
occasions, but when worn at one of Northwestern National Life’s 
agents training schools it costs the wearer a 25-cent fine, collected 
by the group’s own sergeant at arms. 


informality is the keynote at these quarterly schools, now entering 
their 12th year of operation. They are held in the seclusion of a 
comfortable resort on the shores of one of Minnesota’s 10,000 lakes. 
But make no mistake, this school is no ‘‘pipe,’’ as those who have 
been through it will testify. The two weeks are filled with long days 
of study, but also with great satisfactions and friendships. 
Emphasis is strong on personal counseling — one counselor for 
every two students — and on man-to-man exchange of profitable 


ideas. 


It’s all a part of our continuing program for bringing new men, 
successful but unsatisfied, from other lines of business into the 
greater opportunity of life insurance selling with NwNL. Success of 
this undertaking is clearly attested to by the records of the men 
who ‘“‘graduate”’ from these schools. Moreover, these men 
invariably have high respect and enthusiasm for the business they 
are in as they embark on new permanent life insurance careers 
which represent a net gain in quality manpower for the industry 


as a whole. 


NORTHWESTERN Vattonadl LIFE 
OF MINNEAPOLIS 


One of America's great life insurance companies 
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Jumped at the chance — “When I 
heard that Union was entering Life and 
forming an agency network I jumped 

at the chance to get in on the ground 
floor of this progressive, growing firm,” 
says one of Union’s newest General 
Agents who made a “happy landing” in 
a choice territory. There are still a few 
prime territories open for men who 

are looking for that “once-in-a-lifetime” 
cpportunity. Write to — 











ROY A. FOAN, Vice President and Director of Agencies 








NION CASUALTY AND LIFE INSURANCE COMPANY 





17 East Prospect Avenue, Mount Vernon, New York 





| 


ary 
ve 


Insuré 
ess tO | 
ervice 
0 dev: 
Heath b 
aid Le 
{utual 
00 Am 
men at 
terna’ 
gndin§ 
onnect 
ment 0! 
ne “SU 
busines 
by a C 
enterpr 
varran 
“In ¢ 
par 
death I 
paid ac 
fices al 
of proc 
‘In 19: 
were D: 
of 57, 
more t 
hours | 
receive 





The : 
vinced 
insuran 
widesp’ 
ture. H 
ward-] 
vate in 
continu 
suggest 
Easir 
duplica 
been Ic 
payme! 
states; 
odic ct 
ship in 
ability 
Also, 
call fe 
pointec 
under 
affidav 
for wit 
plifyin, 
physici 
accepti 
in lier 
statemi 

| a 
contin 
develoy 
found 
able ri 
tion of 
compe! 
policyh 
admini 


He ¢ 
not on 











1900, at the post office at Chicago, Il., under the Act of March 3, 1879. 





THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, IIL, US. 


year 
No. 38, Friday, September 18, 1953. $7 per year (3 years, $18); Canada, $8 per year (3 years, $21); Foreign, $8.50 per year (3 years, $22.50). 30 cents per copy. Entered as second class matter June 9 ment i 






tioned 






saying 


ee 


1.S.A. 57th year 
“matter June 9, 





he NATIONAL UNDERWRITER -»:--»: 


The National Weekly Newspaper of Life Insurance 





September 18, 1953 





vice, Good Public Relations Help Keep 
yvernment Out of Private Business: Dawson Maloney to Court 


Insurance companies are in busi- 
ess to pay claims. There is no greater 
ervice the industry can render than 
» devise procedures for paying a 
heath benefit as promptly as possible, 
,id Louis W. Dawson, president of 
futual Life of New York, speaking to 
00 American and Canadian insurance 
men at the annual meeting of the 
ternational Claim Assn. at Bolton 
sanding, N. Y. He mentioned this in 
onnection with government encroach- 
ment on private business, saying that 
he “surest way” to combat this is for 
pusiness to “demonstrate constantly, 
by a day-to-day operation that free 
enterprise does an excellent job that 
rarrants public support.” 

“In our own company we have set 
p a procedure under which routine 
death benefit cases up to $15,000 are 
naid across the counter, at agency of- 
fices all over the country, in exchange 
of proof of death,” Mr. Dawson said. 
‘In 1952, 45% of our death benefits 
were paid in this manner. Of the total 
of 57,000 death benefits last year, 
more than 99% were paid within 24 
hours after the necessary proof was 
received at the home office.” 


The speaker said he was firmly con- 
vinced that much of the good will the 
insurance business enjoys flows from 
widespread performance of such na- 
ture. He also recommended other “‘for- 
ward-looking steps” by which the pri- 
vate insurance industry can gain the 
continued support of the public. He 
suggested: 

Easing of requirements for issuing a 
duplicate policy where original has 
been lost; simplifying requirements for 
payment in community property 
states; waiving requirements for peri- 
odic current certificates of guardian- 
ship in connection with monthly dis- 
ability benefits. 

Also, waiving requirements which 
call for an administrator to be ap- 
pointed before payment can be made 
under paid-up policies; elimination of 
affidavit forms and even requirements 
for witnessing of signatures, and sim- 
plifying the statement of an attending 
physician in a routine death case, or 
accepting an official death certificate 
in lieu of an attending physician’s 
statement. 

“I am quite certain,’ Mr. Dawson 
continued, “that most of us who have 
developed these new practices have 
found the assumption of the reason- 
able risks involved in the liberaliza- 
tion of requirements was more than 
compensated for by an improvement in 
policyholder relations and savings in 
administration costs.” 

e e e 

He opined that bad public relations 
not only keep the public away from 
me’s business, but a form of retalia- 
tion comes into being, which is the 


philosophy that if private organiza- 


tons do not give the public what they 
te entitled to receive, the government 
will take over the job. He also men- 
tioned the extent to which the govern- 
nent is now in the insurance business, 
aying that coverage today under fed- 
fal social security is now equivalent 





to that of the entire private life in- 
surance business, some $275 million. 

“The present social security system 
seems to have no consistent social or 
economic philosophy,” Mr. Dawson 
said. “It reflects conflicting objectives 
and standards, resulting from patch- 
work revisions. But its development, 
embracing higher benefits, new types 
of benefits and the addition of new 
groups of beneficiaries, has carried it 
farther and farther from its original 
purposes.” 

Mr. Dawson then pointed out how 
other inroads on American free enter- 
prise are being “fostered” on the inter- 
national level through the Interna- 
tional Labor Organization, “an instru- 
mentality of the United Nations.” He 
developed in some detail the I.L.0O. 
proposals which, if they became con- 
ventions presented to this country for 
treaty action, and ratified by the Sen- 
ate, would become the law of the land 
and not only make the United States 
a “retarded nation” in matters of in- 
surance protection, but would “lead 
down the road to socialized insurance.” 

Treaties involving apparent social 
gains in particular are often deceptive 
in their aspect and may be made and 
approved by a few men. “An aware- 
ness of this possibility seems most nec- 
essary to those of us in this business,” 
Mr. Dawson said, “as well as all of us 
who deeply believe in the preservation 

(CONTINUED ON PAGE 22) 


Walter M. Jones Is 


the New Utah 


Commissioner 


Walter M. Jones of Salt Lake City, 
who retired recently as manager of 
Business Men’s Assurance, has been 
appointed insurance commissioner at 
Utah. He fills the position left vacant 
by the death of Lewis M. Terry. The 
appointment was made by the busi- 
ness regulation commission with the 
approval of Gov. Lee. 

Mr. Jones’ first official act was to 
give the address of welcome at the 
opening of the convention of Utah 
Assn. of Insurance Agents Monday of 
this week. Mr. Jones is a veteran of 37 
years in the insurance business. He is 
a former president of Salt Lake Assn. 
of Life Underwriters and of Utah Life 
Managers Assn. 





World to Take 


on Suspension Issue 


World of Omaha intends to appeal 
from the order of Commissioner Ma- 
loney of California suspending its right 
to write disability policies in the state 
for 10 days commencing Nov. 1. 

“World Insurance Co. vigorously re- 
sisted the action of the insurance com- 
missioner of California and we intend 
to continue with our type of defense 
until the courts reach a final conclusion 
in this matter and we are convinced 
that our company will be completely 
vindicated in a court of justice,” T. D. 
Eilers, president, stated. “The World 
Insurance Co. elected to fight the ac- 
cusations filed by the insurance com- 
missioner of California and in doing so 
has carried the banner for the insur- 
ance industry, because the World In- 
surance Co. has done, over the years, 
exactly what other companies have 
done.” 

Mr. Eilers went on to say that if 
World has improperly sold its policies 
in California, then every other similar 
company has been guilty of the same 
act. He noted that in the hearing 
against World, the policies and adver- 
tising material of 22 other companies 
offered in evidence showed that they 
were advertising their policies in sub- 
stantially the same manner as World. 
Seven companies produced witnesses 
who testified and their testimony, Mr. 
Eilers said, substantially supported that 
of World to the effect that the adver- 
tising used by World followed the gen- 
eral practice and custom in the indus- 
try over many years. He said these 
companies were Washington National, 
Continental Casualty, Federal Life, 
Federal Life & Casualty, Monarch Life, 
North American Accident, West Coast 
Life, Paul Revere Life and Massachu- 
setts Protective. The other companies 
whose policies and advertising material 
were offered as evidence were Occi- 
dental Life of California, Pacific Mu- 
tual Life, Fireman’s Fund & Indemnity, 
Mutual Benefit H. & A., Prudential, 
Beneficial Standard Life, Business 
Men’s Assurance, New York Life, Aet- 
na Life, Mutual Life of New York, 
Woodmen Accident, Travelers and Cal- 
ifornia-Western States Life. 

“It is interesting to note,” Mr. Eilers 
declared, “that at the hearing the de- 
partment of insurance failed to call as 
a witness one single person to testify 


that he had been misled by any of our 
(CONTINUED ON PAGE 22) 








Late News Bulletins... 








Bohne New Head of International Claim Assn. 
New officers elected by International Claim Assn. at the annual meeting at 
Bolton Landing, N. Y., are: E. J. Bohne, Equitable Society, president; John 
Mc Alexander, Bankers National Life, vice-president; L. L. Graham, Business 
Men’s Assurance, secretary, and F. L. Templeman, Maryland Casualty, treasur- 
er. The executive committee consists of L. L. Phelps. North American Life of 
Chicago, chairman; F. T. Bernhard, Home Life of New York; Edwin Linthicum, 


Travelers; John Kelly, Mutual Life: O. 


D. Welch, Kansas City Life; Samuel B. 


Reed, Connecticut General; John Fischbach, Minnesota Mutual; Luther Bass, 


Pilot Life, and Francis X. Reilly, Guardian Life. 
(CONTINUED ON PAGE 24) 


Stresses Growth 
Potential of Life 


Insurance Stocks 


Kidder, Peabody Study 
Lists Pros, Cons of 
Shares as Investment 


NEW YORK—After a long period 
of limited appeal as compared with 
other corporate issues of apparently 
less intrinsic value, life insurance 
stocks seem to be arousing a new 
interest among securities houses and 
the public. 

The latest interest-booster comes 
from Kidder, Peabody & Co., New 
York City, which has published a 
study prepared by G. W. Jennings 
of its research department. This 
study lists numerous advantages 
and disadvantages in owning life in- 
surance stock but concludes that 
“while the prospective investor 
should analyze carefuly the advan- 
tages and disadvantages in any 
given insurance situation relative to 
his own individual investment re- 
quirements, it appears that selected 
life insurance stocks may well offer 
favorable opportunities for capital 
growth over the coming years.” 

The Kidder, Peabody study lists 
these advantages in owning life in- 
surance stocks: 

1. Life insurance stocks have shown 
an impressive record of capital growth 
over the past decade, and appear to 
have many of the basic characteristics 
of “growth equities”. 

2. The high rate of personal and 
corporate federal income taxes is 
appreciably in excess of the rate for 
capital gains for corporations and 
individuals in the higher tax brack- 
ets; hence, many investors feel that 
equities with strong capital gain 
possibilities offer a definite advan- 
tage from the standpoint of potential 
income tax incidence. 

3. The largest portion of earnings 
is customarily retained in the busi- 
ness and is invested at a favorable 
rate of earnings for the stockhold- 
ers; in effect, a large portion of 
earnings is being compounded for 
the future benefit of the stockhold- 
ers. 

4. Premium writings and insur- 
ance in force should continue to 
grow, reflecting such factors as in- 
crease in population, high level of 
national income, effective sales or- 
ganizations, growing acceptance of 
newer types of policies, e.g., group 
policies, accident and health poli- 
cies, etc. 

5. Underwriting experience should 
benefit from improving mortality 
rates, which have declined with 
higher standard of living, modern 
drugs and surgery techniques, ad- 
vances in public health and sanita- 
tion standards, etc. 

6. Investment income should rise 
with growth in invested assets and 
higher interest rates. 

7. There is a favorable degree of 

(CONTINUED ON PAGE 24) 
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Meet Narrowing 
Market With New 
Sales Ideas: Palmer 


NEW YORK—Many people feel that 
the market for Life Insurance is nar- 
rowing and are 
inclined to regard 
this as a condition 
beyond their con- 
trol but actually it 
is a challenge that 
general agents and 
agents must meet 
by the devising of 
new and ingenious 
life merchandising 
ideas, President H. 
Bruce Palmer of 
Mutual Benefit 
Life told the Mid- 
town Managers Assn. of New York 
City at its luncheon meeting Tuesday. 
Because of the country’s growth, he 
predicted a tremendous growth in life 
insurance sales in the years ahead. 


H. Bruce Palmer 





Mr. Palmer also strongly advocated 
greater use of joint work, with the ex- 
perienced agent showing and helping 
the neophyte producer, in much the 
same way that an older doctor or 
lawyer helps a younger colleague. 

Recalling his own experience as a 
general agent of Mutual Benefit in 
Michigan, Mr. Palmer warned against 
doing too much of the talking in inter- 
viewing potential recruits. He found he 
was telling the prospective agent a 
great deal but not learning very much 
about the man. Then he decided on the 
qualities he was looking for, such as 
ambition, energy, imagination, articu- 
lateness, intelligence, leadership, stabi- 
lity. He would list these and ask the 
man to think these over and come back 
and tell whether he thought he had 
them. Some men never came back at 
all, and that was all right with Mr. 
Palmer. The ones that came _ back, 
though, shed a_ lot of valuable light 
in their answers. 

Mr. Palmer stressed the value of 
having agents learn their sales talks 
verbatim. He said an actor spends 14 
hours studying for each minute that he 
is on the stage. 
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guished organization. 


THE OHIO NATIONAL 
LIFE INSURANCE CO. 


Cincinnati 


OUR GENERAL AGENT 


PAUL E. GARRET) 


Spokane, Washingtor 


tarting his life insurance career in 1936, 
General Agent Paul E. Garrett of Spokane 
has been, and still is, a star performer for 

The Ohio National. Through the years, all 

while building one of our largest and most suc- 

cessful agencies, he has set a shining example for 
his associates as a personal producer. Besides 
winning Leaders Club honors repeatedly, Mr. 

Garrett has met all requirements of the Million 

Dollar Round Table during the past three years 

to qualify as a Life Member of that distin- 
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Uniform Claim Forms 
for A. & H. Essential, 
Bernhard Declares 


The most important item on the 
agenda of International Claim Assn. is 
that of preparing uniform claim forms, 
Frederick T. Bernhard, Home Life, the 
outgoing president, said in his admin- 
istrative report at the convention at 
Bolton Landing, N.Y. He noted that 
with the substantial increase in the last 
few years in individual and group cov- 
erage, in life and A. & H., the doctors 
and hospital people are having to de- 
vote more and more time to the com- 
pletion of claim forms. A number of 
complaints about these forms have 
come up, and they have been cata- 
logued under five headings, which Mr. 
Bernhard said are: 

1. Too many different forms; 

2. Forms are too long and too com- 
plex; 

3. The same question is worded in 
different ways requiring study to de- 
termine just what is wanted; 

4. Non-medical and investigative in- 
quiries are made in medical forms, and 

5. Forms used are often an imposi- 
tion on the doctor’s time and not in- 
frequently on his integrity. 

In too many cases these complaints 
are justified, Mr. Bernhard admitted, 
and even though it is true that doctors 
and hospitals are collecting more of 
their bills via insurance, still it cannot 
be said that this justifies unreasonable 
requirements. 

In some areas, doctors and clinics 
have devised their own forms and are 
refusing to complete any others, and 
such action is being considered in other 
areas. Medical societies are receiving 
complaints from their members with 
requests for standard forms. Other doc- 
tors and hospitals are considering the 
possibility of charging companies for 
the completion of forms. 

International Claim Assn. and Health 
Insurance Council are cooperating to 
devise a simplified and uniform claim 
report. The work has been separated so 
that the claim association will have the 
primary responsibility to prepare the 
forms, and the council, with its public 
relations contacts, will have the burden 
of promoting their adoption and use. 
The claim association has divided the 
types of forms among its various com- 
mittees, viz., group forms for the group 
committee, etc. So far, Mr. Bernhard 

reported, the life committee has com- 
pleted and sent to the membership, 
physicians’ forms for disability claims 
and death claims, The disability forms, 
which were released first, have receiv- 
ed wide acceptance, while death claim 
forms are being well received with re- 
turns still coming in. The group and 
personal A. & H. committees have pre- 
pared their forms and they are under 
consideration with the Health Insur- 
ance Council committee. 


-_ e ° 

Mr. Bernhard remarked that these 
are greatly simplified and shortened 
forms, and may represent a radical 
change from those many of the com- 
panies are accustomed to use. However, 
they get the essential information 
needed for claim administration and 
eliminate the non-essential. Some of 
the best thinking in the business has 
gone into their preparation, and the 
authors “are convinced they can be 
used for the vast majority of claims.” 

“We face a real problem in securing 
industry acceptance of these forms,” 





— 


Mr. Bernhard observed, “and ev 
of us must have the attitude that if 
possibly can we will adopt and Use 
these forms rather than have the att, 
tude that we can’t use them 
they do no cover this or that situa 
which comes up only occasionally.” 7, 
warned that if the companies do ny 
find a way to use the forms they 
be confronted with having to a 
forms devised by others not familiz 
with insurance problems and whig 
may not be nearly so suitable. 





The cooperation received so far i; 
gratifying, he went on, but the projeq 
“is of such importance that I’m goin 
to ask those companies who have ng 
felt they could use the disability form, 
to view their decision again in the lig 
of the acceptance of these forms by the 
vast majority of companies, and with 
the viewpoint that if they possibly can, 
they will adopt and use them also, 7 
we can achieve this and a similar high 
degrees of acceptance of the forms 
which will be sent to you for ug 


on group and on A. & H. claims, I an/_; 


certain that we shall have made req 
progress in alleviating the complaints 
of the doctors and hospitals.” 

Once the form problem has bee 
solved, Mr. Bernhard said there ought 
to be progress in the simplification of 
requirements for claimants. Not so long 
ago, he said, an executive of a large 
company was shocked at the require. 
ments and multiplicity of forms to be 
completed when he undertook to assist 
a widow in handling her insurance 
claim. 





oe e 


E. H. O’Connor, managing director 
of Insurance Economics Society, in his 
talk entitled “Eternal Vigilance Is the 
Price of Victory,” commented sharply 
on the tendency of government to en- 
croach in the area of free enterprise. 
He warned especially of the social se- 
curity act as “a potential threat to the 
life and accident and sickness busi- 
ness,” noting that the sub-committe 
of the House ways and means commit- 
tee, of which Rep. Carl Curtis of Neb- 
raska is chairman, is engaged in a 
study to over-haul the SS system. An 
effort will be made to place it ona 

(CONTINUED ON PAGE 22) 





Anderson to Steer 


New Hancock Unit 


John Hancock has combined the du- 
ties of its field management staff and its 
three sales depart- zs 
ments in a new 
agency committee, 
with Olen E. An- 
derson, vice-presi- 
dent, as chairman. 
Sales and service 
functions of the 
company, through 
their district agen- 
cy, general agency 
and group depart- 
ments, will be co- 
ordinated by the 
committee. 

Company directors who will be 02 
the committee are Mr. Anderson, Sail-|’ 
uel Pinanski, president of America? 
Theatres Corp.; and Edward B. Hanify, 
Ropes, Gray, Best, Coolidge & Rugs. 
Company officers on the committee are 
Clarence W. Wyatt, vice-president, 


0. E. Anderson 


group departments; R. Radcliffe Mas- il 


sey, vice-president general agencies, 
Frank B. Maher, vice-president dist 

agencies; and Robert P. Kelsey, vice 
president public services. Compaly 
Secretary Elmer L. French will be se- 
retary of the committee. 
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tay Trusteed 


Stock Market Dip 
Influenced Many Con- 
versions to Insured Basis 
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ts. Not so long 


BY ROBERT B. MITCHELL 
NEW YORK—Quite a few trusteed 
ion plans are finding their way 
pack to the insurance fold and insurers 
ge gratified to find that a plan once 
tusteed doesn’t necessarily stay trus- 


teed. 

What has happened in a good many 
cases is that the trusteed plan is adop- 
ted at the employer’s insistence. His 
agent may have argued strongly for 
the insured course. Some have given in 
without making as’ good a fight as they 
might have. But it has frequently 
happened that the agent found himself 
faing the hard fact that he might win 


the argument but lose the sale. 


When this has happened it has usu- 
ally been the better part of valor to 
install the plan on the trusteed basis 





ve of a large and hope that experience with the 
the require. plan would convince the employer that 
f forms to bel the insured course is, after all, the 
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better one. It may take from one to 
five years for this to happen. Some- 
times it never happens. 


e o * 

The shift in sentiment among em- 
ployers has been considerably acceler- 
ated by the behavior of the stock mar- 
ket since the first of the year. Many 
have become concerned about lowered 
earnings and market quotations. They 
can see what might happen if the self- 
administered fund had to sell securities 
in order to make pension payments 
during a time of low stock market 
prices. This uncertainty, which was 
merely an academic bugaboo when 
stock prices were high and seemingly 
going to remain that way indefinitely, 
has been transformed into a feeling of 
real concern. 

In addition to the stock market in- 
fluence, there is the same pressure 
that there has always been in the way 
of additional work and decisions on 
the employer’s part entailed by the 
trusteed plan as contrasted with the 
insured plan. This is more of a factor 
in the smaller and medium sized trus- 
teed plans, where the president is 
Usually in on these decisions. When he 
decided that the plan should be trus- 
feed these extra-curricular activities 
didn’t look like much of a drain on his 
me. After a year or so of experience 
with them he is looking for anything 
that will take them off his neck. 
% e _ e 
‘Frequently, also, the actuarial and 
fees amount to more than was 
templated in setting up the plan. 
in a moderate sized case they can 
tun to $5,000 a year. This is equivalent 
to 24% extra interest on a fund of 
$200,000. 
It is not surprising that a company 
president comes to the conclusion that 
he is doing a lot of extra work and 
worrying himself about the adequacy 
of a non-guaranteed reserve fund, all 
for cost saving that begins to look more 
illusory than real. 
The switch in sentiment is not con- 
fined to smaller and medium-sized 
funds, however. Recently in a case 
Msured by Samuel L. Zeigen, gener- 
al agent of Provident Mutual in 








New York City, the officers of a 


return were sufficient reason for 
making the change. 

Investment fluctuations, though, 
are not the only source of headaches. 
Mortality fluctuations can be a night- 
mare. One corporation, for example, 
found that at the end of five years of 
operation the company owed the fund 
$250,000 because employes hadn’t died 











He miucut be only half your age, and often there’s still a trace 
of the college look about him. But something else is beginning 
to show in his face, too—a certain set of the jaw, a level 
glance of the eyes. It’s the look of the man who knows he 

is needed, of the man who must be there. 


And maybe that is why, even if vou are older than he, and 
higher up in the world, you find a note of respect in your 


voice when you call him “Doctor.” 


To tell the truth, he’s just getting used to that name himself. 
A few months before, he was a student, reading thick books, 
memorizing hard words, squinting through a microscope at 
the enemies of your body. Now, as an interne, he’s still 

junior to almost everybody, and the older doctors like to 
ask him, “Hew’s the educated bell-hop today?” He smiles at 
the old joke and hurries on. There’s a report to be filed, a 
lecture to be attended, a human being in pain to be helped. 
Somewhere he is needed, and he must be there. 


For a whole year he will hurry all day, and study half the night, 
and sleep in snatches with an ear always ready for the cry 

of the emergency telephone. For a year, his life will not be his 
own. It will belong to the old man who was stricken in the 
night, to the baby who was born at dawn, to the victim 


that the company has so few people in 
the plan that the law of averages hasn’t 
a chance to work as it would with a 
larger group of the same type of risks. 


@ The South Bend agency of Western 
& Southern Life has been moved from 
618 Sherland building to a new one- 
story brick building at 805 East LaSalle 
avenue. Ralph B. Proud is manager. 


Albany. 

David Kohn, with Travelers for 12 
years, entered the business in 1939. 
Robert H. Dwyer became district agent 
at Glens Falls, N. Y., for Prudential 
in 1950 and in 1952 became special 
agent in ordinary and later assistant 
manager at Albany. Herbert S. Kohn 
was special agent and later assistant 
manager at Albany, 1951-1953. 





He must be there 


possibly see, one more report than he can write, 
one more book than he can read. And for this he will get 
his room and board, and a few dollars a month. 


Sometimes, getting up while you sleep, he thinks how other 


men of his age are moving on in the world—buying homes, 


raising families, even finding time to play with their kids. 
How long will it be before he can support a family? 


How long before he gets a full night’s sleep? 


up and — 
girl who swall 


of the auto accident and the slippery pavement 
and the sudden fire. All year, no matter how hard 
he works, he will always be behind. There will 


always be one more patient than he can 


Then he puts on his white coat and goes to the ward. And 
he finds that the baby for whom he ordered an emergency 
operation a few hours before is going to live; that the old 
man who had a temperature of 104 yesterday is now sitting 
for ice cream; that the mother of the little 
owed a pin wants to shake his hand and 
shyly offer him a carton of cigarettes. And suddenly he feels 
sorry for the young men who waste eight hours a night 
in sleep, and who've never heard a mother say: “T don’t 
know how to thank you, Doctor.” 

In time he will forget the harshness of that year, the 
weariness and the strain. He will remember it as the year 
he learned what all good men must: that it is a great thing 
to be needed, and when you are needed, to be there. 


MUTUAL LIFE INSURANCE COMPANY 
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s ance buyer’s job. 

A. M. A. Ss Insurance Topics to be covered by other speak- 
ers will include: methods of deter- 

Conference Is Keyed mining the best way to handle a risk 
and of determining the most suitable 


to Sound Planning coverage; policy negotiation and re- 


More than 800 corporate insurance newal; the insurance manager’s role 
managers from all parts of the nation in loss prevention; working effectively 


are expected to attend the three-day with other departments; and keeping 


fall insurance conference of American the insurance program dynamic. 
Management Assn., to be held Nov. Special exhibits of the conference 
12-13 at the Drake hotel, Chicago. will include company displays of their 
Theme will be building a foundation !™SUrance programs and a safety pres- 
for sound insurance planning. entation by American Standards Assn. 
: 5 Henry Anderson, insurance manager of 
The group question will be taken up American Broadcasting-Paramount 
by J. Henry Smith, vice-president and Theatres, Inc., New York, and the as- 
associate actuary of Equitable Society, sociation’s vice-president in charge of 
who will present a breakdown of the insurance division, planned the 
group insurance costs, and will cover program. 
such phases as net retention as the 
final measure of cost and how to pre- 
pare bids and proposals from insur- e DePaul University of Chicago has 
ance companies. designated Richard J. Thain, Jr., to 
The conference will be opened by teach a course in television advertising 


Edward M. Wegman, manager of the practice and theory. The course is one 


8 «end cosh acted Aen of advanced standing in the evening 
moran ‘ P division of the school of commerce. 


of Armstrong Cork Co., Lancaster, Pa., Mr. Thain is vice-president of Vaugh- 
who will analyze objectives of insur- an, Thain & Spencer, Chicago adver- 
ance management and discuss the in- tising agency. He is a former associate 
creasing responsibilities of the insur- editor of THE NATIONAL UDERWRITER. 













in completed applications is a 
challenging and profitable ob- 
jective for both the experi- 
enced and the more recently 
recruited field associate. The = 
Company's experience proves 
that consecutive weekly pro- 
duction and quality business 
go hand in hand. The Company 
is proud of its 141 field rep- 

resentatives whose One-A- 

Week Club records range up- 

ward to 1,850 consecutive 

weeks, the average being well , 
over 8 years. 
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Huebner Looks Forward 


to Trillion in Force 

Rhode Island C.L.U. chapter and Life 
Underwriters Assn. of Greater Provi- 
dence, heard Dr. Solomon Huebner, 
professor emeritus of insurance at the 
University of Pennsylvania and the 
founder of the American College, at a 
luncheon meeting in Providence. 

Dr. Huebner predicted that whereas 
universities and colleges many years 
ago refused to conduct classes in life 
underwriting, in the next 25 years 
every institution of higher learning 
worthy of the name will teach life in- 
surance and high schools will teach it 
so that the American public will be- 
come indoctrinated “in one of our lead- 
ing institutions.” 

“Selling will change in nature be- 
cause the need of life insurance will be 
universal,” Dr. Huebner said, adding 
that there will be a trillion dollars 
worth of life insurance outstanding 
and assets of life insurance companies 
will grow from $80 billion to $200 bil- 
lion. “This will happen if we don’t 
tip over our economy,” he declared. 
“Life insurance and socialism don’t go 
together.” 

He also predicted that selling an- 
nuities will become as important as 
selling death benefits and opined that 
problems of the American agent will 
not be solved until industry as a whole 

lopts a system of staggered retire- 
. ent. He then gave a few facts on the 
value of the C.L.U. program conducted 
by American College and presented 
C.L.U. diplomas to three underwriters 
—Maury Kusinitz, district manager, 
Fall River, Mass., Guardian Life; Mil- 
ton L. Rice, New Bedford, assistant 
district manager, John Hancock, and 
Walter F. Zagol, Prudential, Taunton, 
Mass. 





Kenny Joins Patterson 


John E. Kenny has been appointed 
associate general agent of the Lloyd 
Patterson agency of Massachusetts 
Mutual in New York City. In making 
the announcement Mr. Patterson indi- 
cated that he himself intends to be- 
come general agent emeritus next 
year. 

After naval service Mr. Kenny be- 
came a Connecticut sales representa- 
tive for International Business Ma- 
chines Corp. This brought him into 
touch with life insurance and he went 
into the business, later becoming as- 
sistant general agent with the Krebs 
agency of Aetna Life in New York 
City. 


N. D. Federation Card Set 


The program has been completed for 
the convention of Insurance Federa- 
tion of North Dakota at Fargo Sept. 
20-21. North Dakota A. & H. Under- 
writers Assn. also will have a meeting 
Sept. 20, with a representative of the 





ae 
International association present 
explain the uniform group claim repo, Li 
forms and with Lyle Limond, secretary, 
of North Dakota State Medical Asm Al 
present for discussion. 





Klein Named Superintendey! tT 


of Agencies for N. Y. Life o10 


Paul O. Klein has been named gy,| ASS? 
perintendent of agencies for New Yor| ert § 
Life with heaq| of th 
quarters at __ the jence 
home office. Bali} pr 
win C. Woods ha 
been named ah 4s 
ager at Santa Rog 
to replace Ml". 
Klein. since 

Mr. Klein, map.| 8° 
ager at Santa Rog| tan, | 
since 1952, wen the 
with New  Yorkl giver 
Life in 1947 atlog P 
Oakland. He late : 
was appointed : 
Paul 0. Klein sistant manager hibit 

then associate | 
manager there. Mr. Woods has been|&S 2 
training supervisor for the Pacific gj." E 
vision in the home office. He joing] vice- 
New York Life in 1946 at San Frap.| Mine 
cisco and later served as assistant Engle 








manager there. Like 
Both men are veterans. Let 
chair’ 

Controllers to Study entir 
Life Insurance Problems |"? 


At the annual meeting of Controller|Richa 
Institute of America in Boston Sept}relati 
28, the afternoon will be devoted tolable | 
two sessions on insurance, one on fire ver 
and casualty and one on life. : 

The session on life will feature C. W 
Saddington of Confederation Life 
budgeting, James Eteson of State Mu| Th 
tual on legal requirements regardinjheld ' 
allocation of expenses, and William §]will e 
York of Metropolitan Life, practicd|plood 
application of electronics. dver 

B. H. Miller of State Farm Life js 
chairman of this section of the insti- life i 
tute and Robert Slater of John Han|“¢ 4 
cock is vice-chairman. 


Midland Nat'lHasMeet [ys 


Midland National Life of South De-|*8° ¥ 
kota held its annual company conven of Vii 
tion at Sylvan Lake Lodge in the Da 
kota Black Hills. Claud 

Business sessions were conducted by|Resea’ 
H. Smith Hagan, vice-president in\ace, } 
charge of production. Talks were &i-lerve, 
en by Commissioner Burt of South Int 
Dakota; Badger Clark, poet laureate dl, te 
South Dakota; E. H. Downs, general|Vo¥ 
agent at Aberdeen, S. D.; L. P. De Con-|Bliss, 
cine, agency manager, and Gene Ré:-flic Re 
chel, home office supervisor. There als/discus 
was a panel discussion on selling by|public 
agents and general agents. At 



































teding 
e M. Lindsey McMahon has been ap-}the “Y 
pointed Kentucky manager for NewjAdver 
York Life. He had been with the com-hany,’ 
pany at Louisville since 1946. by Lid 




















Ralph R. Louns- 
bury, president of 
Bankers National 
Life, and _ choice 
for next president 
of American Life 
Convention, takes 
over controls of a 
bulldozer to start 
the building of a 
road as the first 
step in the com- 
pany’s program for 
the new home of- 
fice building. With 
Mr. Lounsbury is 
George J. Kilgen 
of the Glen Ridge 
Construction Co., 
contractors. 
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\for Boston Annual 


The program has been announced 
for the annual meeting in Boston Oct. 
ge10 of Life Insurance Advertisers 
Assn. The program chairman is Rob- 
ert S. Kieffer, Metropolitan, and theme 
of the meeting is “Profit from Exper- 


the} ience”. 


Principal speaker the first day will 
pe L.A.A.’s first president, Nelson A. 
White, Provident Mutual, who will re- 
view developments in the association 
since its birth. C. J. North, field man- 
agement vice-president of Metropoli- 
tan, also will speak the first day and 
the first luncheon address will be 
given by Arthur H. Motley, president 
of Parade Publications, Inc. Rounding 
out the program Oct. 8 will be an ex- 
hibit feature with Frank Shoring, Co- 
jumbian National as chairman. Speak- 
ers at this event will be Jack R. Mor- 
ris, Business Men’s Assurance, L.A.A. 
vice-president, “Exhibits I Wish Were 
Mine,” and Walter C. Downing, New 
England Mutual, “Exhibits I Would 
Like to Use.” ‘ : 

Len Page, Metropolitan, will be 
chairman the second day, when the 


entire morning will be given over to 
reports by L.A.A.’s standing commit- 
tees. Reports will be given by A. B. 
Richardson, Life of Georgia, public 
relations; Charles R. Corcoran, Equit- 
able Society, education; Margaret Div- 
ver, John Hancock, advertising, and 
Edwin P. Leader, Bankers Life of 
Iowa, sales promotion. ; 

The annual business session will be 











held the second afternoon and the day 
will end with a talk by H. Dixon True- 
blood, director of public relations and 
: advertising for Occidental of Califor- 
Farm Life ilnia on the role of merchandising in 
Py the insti life insurance. ' 

of John Hat!" With Ed Baumer, Prudential, final 
day’s chairman, the agenda will lead 
off with a slide presentation contrast- 
Meet ing insurance sales promotions of years 
of South Da-|*8° with today. Charles Fleming, Life 
pany conver Virginia, will be narrator. Closing 
ge in the Dajthe convention will be an address by 
Claude Robinson, president of Opinion 
conducted by/Research Institute, and Travis T. Wal- 
~president inliace, president of Great American Re- 
Iks Were iV-|enve, 

urt of South In a special portion of the program 
a — devoted to public relations, Robert L. 
LP on Bliss, executive vice-president of Pub- 
1d Gene Re-llic Relations Society of America, will 
or. There als{discuss the views of the professional 
on selling by|public relations man. 

S. A two-day seminar at Boston pre- 
teding the annual meeting will explore 
has been ap-jthe “Why and Wherefore of National 
ger for NeWlAdvertising for a Life Insurance Com- 
vith the coM-hany.” The seminar has been arranged 
1946. by L.A.A.’s educational committee, Mr. 

orcoran, chairman. 
*.. 3 


Faelconfer On Home Office Cost 


conference on controlling home 

mor. DAimieuce costs as arranged by H.&A. 
ms ? peremilnderwriters Conference for Oct. 19-20 
- 1 £U: athe Drake Hotel, Chicago, will hear 


ents regardin; 
nd William § 
Life, practical 







































maieeakers and panels on departmental, 
mictional, claim, renewal, agency and 
\ y Fauiederwriting costs. Keynote speaker 
oa’ Meme iMll be Edward F. O’Toole, O’Toole & 
$< mrsociates, New York, prominent con- 
ga ant in the field. : 
| Cha an of the costs committee is 

gdon Grady, Monarch Life. Moder- 
rs will be Robert B. Savage, Wis- 
msin National, and Roy MacDonald, 
aiierence director of company rela- 


Speakers will include Irving L. 
bod, Mutual Benefit, and Russell 
mmore, Mutual Life of New York. 
nelists are Ward Schroder, Wiscon- 
National; Robert Wetzler, Fair- 























banks & Associates; F. J. Anderson, 
Great-West Life, and C. L. Sanders, 
Paul Revere Life. 

The last afternoon will be reserved 
for visits to local conference companies. 





C. J. Zimmerman Chicago 


Union League Speaker Oct. 8 


Charles J. Zimmerman, L.I.A.M.A. 
managing director, will be the speak- 
er at the first luncheon meeting of 
the season of the insurance group of 
Union League Club of Chicago, Oct. 
8. Mr. Zimmerman will give a talk 
of interest to men in all branches of 











TRADE mann 








INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. Y 


the insurance business and not merely 
to life insurance. He will be in the city 
for the meeting of American Life con- 
vention. Roy L. Davis, Manager at 
Chicago of Assn. of Casualty & Surety 
Companies, is chairman of the insur- 
ance group and Mr. Zimmerman will 
be introduced by Ferrel M. Bean, gen- 
eral agent of John Hancock Mutual 
Life, who is a member of the Union 
League insurance committee. 


Predicts Life Up-Swing 


H. Bruce Palmer, president of Mu- 
tual Benefit Life, addressing the Nash- 
ville Chamber of Commerce sales ex- 





ecutive council, predicted a leveling 
off in business with some businesses 
continuing on the up-swing, including 
life insurance. He said life insurance 
is one of the industries offering a 
product or service that has not yet 
reached the saturation point in the 
public demand, for people of Amer- 
ica are definitely under-insured in re- 
lation to the income needs of benefici- 
aries. On the platform with Mr. Palm- 
er were Edwin W. Craig, board chair- 
man, and Eldon Stevenson, Jr., presi- 
dent of National Life & Accident; 
Commissioner Northington and Her- 
schell Emery, Nashville general agent 
for Mutual Benefit. 








A new and exciting experience awaits you 
on your next visit to New York City where 
IBM has installed its latest model 
Electronic Data Processing Machines in 
the IBM Hall of Products. 


To see these electronic machines in action 

is stimulating and thought-provoking. The 
astonishing speed of calculation and prodigious 
memory capacity, which makes use of magnetic 
drums, magnetic tapes and electrostatic 
storage tubes, are significant developments 

in the computing field. 


The staff in attendance and IBM Insurance 
Representatives will welcome your visit to 
witness a demonstration of this advanced 
computer. 


Make a note to visit this highly interesting 

electronic exhibit. The Hall of Products 

is open from 9:00 A.M. to 5:00 P. M., 
“se. Mondays through Fridays. 
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OPPORT UNIT i in’: 
OPENED TO Is Well-Rounded :. 
| 7 TT T7TOTA Speakers and their topics at the CALIFORN IA , 
MEN WITH \ ESHIONYI mid-year meeting of the Wisconsin put ou 
Fraternal Congress, held at Ruther- —_ that T 
ford’s Surf hotel on Lake Michigan, COATES, HERFURTH & | ane 
included the following: i} industr 
Ira L. Lecy, director of sales train- ENGLAND | month’ 
ing for Aid Association for Lutherans d Ac 
history and development of the Fra- CORRES S6FC a | at 
nanae And ternal Insurance Counselor training |{ San Francisco Denver Los Angely|| ep 
program; Francis Ortman, Modern ag 
0 0 rtunit Woodmen, president of National Assn. i 
of F.I.C., “Successful Selling”; Mrs. co 
Pp y Vivian Watkins, junior director of GA. -VA.-N mF Digest. 
e e Modern Woodmen, the value of com- Of sé 
is Calling munity service and self-advertising. BOWLES, ANDREWS 6 __ | least tl 
Also, Carl J. Rennekamp, Aid Asso- TOWNE double 
ciation for Lutherans, “Methods that : : ance P 
You Work for Me”; Otto V. Elder, assist- Consulting Actuaries the aut 
ant vice-president of American Serv- Employee Benefit Plans in 8 
ice Bureau, construction and impor- |] 4 Rich de N 
te Today ! tance of credit reports; Edward C. om + pecan ~ than 1 
Wit, Schroder, New York Life, president of — one 
istoric roadwa Wisconsin Life Underwriters Assn., the “disor 
@ THE SANTA FE TRAIL, the famous and historic y ae —— cooperation between ILLIN OISs system: 
: . the Wisconsin Fraternal Congress and = ers, 
to the Southwest; traversed by thousands of far sighted Wcesuaks Tits Waliecamiaane’ aon CARL A. TIFFANY & CO _- 
: sstandi oe ye ey Others were Dale B. Potts and Will ‘ 
pioneers was an outstanding symbo H. Froelich, both of Occidental Life of CONSULTING ACTUARIES Ther 
ie a California, the duty of the agent to 
mination for growth and progress. instill in the prospect the desire for 211 Weet Wacker Drive that 
. . ; , insurance, and M. Richard Wetherbee, CHICAGO 6 highlig 
Today, National Reserve Life, travelling a broad highway to assistant director of Purdue course, the Telephone FRanklin 2-2633 eases, 
pac da ; necessity for enthusiasm and _ intelli- tic chol 
achievement and growth through its big expansion program, gence on the part of the agent. age An 
8 otal of 115 attended. Associates || 1 the 
invites inquiry from men who feel they are qualified for any &. Seem S Soe these | 
Actuaries tered. 
General Agency responsibility. Get the facts—and be ready Central Standard Promotes 10 S. La Salle St., Chicago 3, Ilinols John 
K Adds 3 B d Telephone FRanklin 2-4020 * 

f ith National Reserve menage to Sow Mo Wolken hea We. M. Gillette, eral] ‘recto 
to blaze your way to future success wi ation 1 Ra ‘oh E. Kennon, viewgeesident [iE Weifman, | oie A. _— He, SPA st os 
¥ ; " “ of Central Standard Life, has been ad- ‘In 

Strong as the Strongest—Enduring as Rushmore.” A profit vanced to vice-president ond atieaey. sade 
‘ ar P e company also has added three tl 
able and pleasant future is assured those joining our rapidly midwestern businessmen to its board, CHASE CONOVER & CO. ee 
, . : F Mr. Kennon, formerly comptroller Consulting Actuaries bout 
growing Field Force Family—on a career basis of General of Northwestern National Life, is a and C. tifked Peat pone OO about — 
4 fellow of Society of Actuaries and a . aman. be A much i 
Agency opportunity. Write W. E. Moore, —uaher of Controllers Institute of || 4. s. sovp, ux. — KENNETH CAMDEN, CPA acts A 
. Telephone FRanklin 2-3863 
Agcy. V.P., Named to the board were C. M. Rod- |j 138 8. La Salle St. ma Chicago 8, || whole 
S. H. WITMER, Chm. of the Board Agcy. Hq., Topeka dewig, Chicago, president of Chicago & tive pr 
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pa a 4 MacArthur, Indianapolis, surgical in- INDIANA & organi: 
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A War Clause Restricti —o 
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———_—e7= Restricti é Y = _ ae Consulting Actuaries provis: 
estrictive “war clauses” will be . 
omitted from many life insurance poli- ARTHUR M. HAIGHT, President : sage 
cies issued by Prudential, an action Indianapolis Omaha = 
which, along with the liberalization of oo 
~— provisions, is a result of the truce strate 
in Korea. provis! 
Insurance without the “war clause” MICHIGAN velopn 
— will be issued in limited not tal 
amounts, based on age group, to serv- T than ¢ 
icemen so long as they do not anticipate ALVIN BORCHARD weed | 
combat. Men who are neither in serv- Consulting Actuaries 
ice nor alerted may purchase normal is ene “Asi 
amounts. 16 West Adams, Detroit 26, Michigan health 
At the same time, the company has -9515 
relaxed its policy on aviation risks, shine eee en 
both military and civilian. have , 
e used a 
A.S.B. Opens New Office NEW YORK court : 
American Service Bureau, inspection : 4 gation 
affiliate of American Life Convention, Consulting Actuaries} ta46 y 
Chicago, has opened its 6th Texas of- Auditors and Accountants} tomer 


fice. Located at Lubbock to handle the 
extreme western part of the state, the || Wolfe, Corcoran @ Linder shortc 
manager is Bill B. Davis. He has been York, N.Y. Even ; 
with the bureau at Dallas for several 800 Scho Ghee, See md 
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H.& A. Conference 
Answers Charges 
in’ Digest” Article 


H. & A. Underwriters Conference has 
put out a memorandum report stating 
that research by its staff discloses 
charges leveled against the A. & H. 
industry by John Appleman in this 
month’s Reader’s Digest article “Health 
and Accident Insurance Policies,” to be 
pased on Non-existent exclusions or 
misrepresented facts. The full report 
has been sent to conference member 
companies and the editor of Reader’s 
Digest. 

Of seven cases cited in the article, at 
least three were found to deal with the 
double indemnity feature of life insur- 
ance policies and not with A. & H. as 
the author insists. 

In a search of policies from more 
than 100 representative companies, no 
examples turned up of exclusions for 
“disorders of the heart or circulatory 
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| lation adopted. The program is indeed 


systems, infections, or pulmonary dis- 
orders,” which the author used as ex- 
amples. 


* eo e 

There was also no evidence found 
that companies made a practice of 
highlighting impressive lists of dis- 
eases, including bubonic plague, Asia- | 
tic cholera and other ailments the aver- 
age American is not likely to contract. 
In the search, no mention of any of 
these unlikely diseases was encoun- | 
tered. 

John P. Hanna, conference managing 
director, says other allegations are on 
just as shaky ground. 

“In concluding the article’, the 
memorandum says, “the author asserts 
that the National Assn. of Insurance 
Commissioners is working to bring 
about nation-wide uniformity. This 
much is true, but his inference that this 
is an effort to clean up an insurance 
black sheep is not. The industry is 
wholeheartedly supporting the legisla- 
tive program endorsed by the National 
Assn. of Insurance Commissioners. This 
organization, its member companies, 
and others in the industry have spent 
time, effort, and money to get the legis- 


directed toward uniformity. A compar- 
ison of the uniform individual policy 
provisions law, presently the law being 
offered, and the standard provisions 
law which was the basic part of the 
program begun in 1912, will demon- 
strate that the new law simplifies the 
provisions and leaves room for the de- 
velopment of better coverages. It does 
not take a different directional pattern 
than did the old law; i.e., it does not 
weed out black sheep. 


e e e 
“Aside from his charges against the 
health and accident insurance industry, 
the author has indirectly maligned 
others. He has attacked the judges who 
have decided the cases which he has 
used as examples. He has attacked the 
court system itself when he says: ‘Liti- 
gation carried to the highest courts may 
take years and cost more than the cus- 
tomer would recover.’ Most Americans, 
aware that a democratic society has 
shortcomings, still prefer our system. 
Even a casual reader should know that 
companies could ill afford litigation 
costing more than the claim is worth. 
A quick check of any court calendar 
anywhere is all that is needed for an 
outsider to learn that there is no con- 
centration of cases involving health 
and accident insurance despite the fact 
that over 85 million Americans have 
hospitalization insurance alone—one of 
several coverages sci by accident and 





“By inferring that policies containing 
the clauses and exceptions mentioned 
are relatively normal and by flatly 
stating that at long last a reform 
movement [among the supervisory 
officials] is under way, the author has 
attacked the regulatory officials. These 
people are charged with supervising a 
vast financial empire, a part of which 
is represented by the more than two 
billion dollar accident and health in- 
surance industry. To assume that the 
insurance departments are staffed with 
individuals who could not previously 
find fault with the sort of practices 


the author describes is highly insulting 
and certainly inaccurate. 

“Most important, the author has 
adversely affected countless citizens 
who have read the article and thought 
it to be a true recitation of the facts. 
Many of these people have contacted 
their insurance companies and others 
will contact them in the future. Some 
will drop coverage valuable to them, 
and some will go to the various state 
insurance departments and further 
burden these officials. A few might 
have been led to conclude that a social- 
istic government sponsored program is 


preferable to a private enterprise solu- 
tion to their health insurance needs. It 
is probable that most all companies 
will satisfy their policyholders by letter 
or by having their agents revisit the 
individuals, but all this is expensive, 
and it is an expense that the policy- 
holders themselves will bear in the 
long run.” 





Open Detroit Season 


Detroit Assn. of A. & H. Underwrit- 
ers entered its new season Sept. 14 with 
a round table forum on Blue Cross. 
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You love them... 
protect them! 
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Heart Appeal and Sales Appeal 





This Great-West Life poster with its simple but powerful message will 


appear in 76 cities and towns throughout the United States and Canada 


during 1953. The heart appeal of two smiling youngsters is a reminder 


of the most compelling reason of all for buying life insurance— 


love of family. 


Thus, the sales efforts of Great-West Life representatives in 1953 are supported 


on busy thoroughfares and at important corners by outdoor 


advertising. Millions of people will see and note the message and 


challenge of “You love them... protect them!” 
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ASSURANCE 
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N.E. Mutual Hails Top 


100 Men in Sales Drive 


The “Top 100 Men” in New England 
Mutual’s policyholders’ months cam- 
paign of June and July received con- 
gratulations from Agency Vice-presi- 
dent George L. Hunt and were advised 
that they are eligible to attend one of 
the company’s three-day study confer- 
ences this fall. 

A total of 286 field men exceeded set 


quotas for the two-month qualification 
period and received prizes. 

The case-study method of presenting 
new sales ideas will be emphasized at 
the study conferences, whose dates and 
locations will be: Midwestern agencies, 
Sept. 25-27, Boulder Junction, Wis.; 
eastern agencies, Oct. 16-18, Essex 
County, New York; southern agencies, 
Oct. 18-20, Cashiers, N. C.; and south- 
western and West Coast agencies, Oct. 
29-31, Pebble Beach, Calif. 














concerns him then. 


HOME OFFICE: Los Angeles 
WwW. B. STANNARD, Vice President 


ENDOWMENTS 
SHOULD BE 
FLEXIBLE, TOO! 


WHAT HAPPENS when an Endowment owner 
finds that his kind of policy is temporary, too? 
Needs, like wants, can change. Suppose an 
Endowment owner does discover he'll still need 
insurance after his policy would mature? 
Suppose he has meanwhile become uninsurable? 
It’s not the money he will eventually save but 
the protection that will eventually terminate that 


The built-in flexibility that’s standard in all of 
Occidental’s straight Endowments may possibly 
help him then — like this: 

During the 90-day period when cash value 
equals the single premium for the same amount 
of Life — not Endowment! — insurance, the 
insured may change to a paid-up Life policy — 
without evidence of insurability! 

It’s a typical Occidental offering. 


“A Star in the West...” ¢z 




















“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 
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Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 


COVERAGES—Ages 0-60 


For Particulars Write Flome 


Office 


159 North Dearborn St., Chicago 1, Illinois 


WILETAM J. ALS 





“ANDER, PRESIDENT 


Just About $1 Million 
Apiece for Leading 
Conn. Mutual Men 


In opening the three-day meeting at 
the Whitefish, N.Y., conference for 
members of Connecticut Mutual Life 
Leaders Round Table, President Peter 
M. Fraser noted that the 115 members 
of the round table paid for just under 
$115 million of life insurance during 
the 18-month club period—practically 
$1 million per man. The group has 
gone from 49 to 115 members in four 
years, he added. 

E. A. Starr, superintendent of agen- 
cies discussed profit-sharing retire- 
ment plans and outlined eight advan- 
tages to stress in selling these plans. 

On the second day John M. Zuber, 
vice-president and trust officer of Re- 
public National Bank of Dallas, spoke 
on “Estate Planning—Problems and 
Opportunities.” The evening was de- 
voted to three room-hopping sessions. 
Mr. Starr was the chairman and dis- 
cussion leaders on “Employee Plans” 
were Robert U. Redpath, Jr., New 
York City, and Russell C. Whitney, 
Chicago. 

“Business Insurance” with Paul A. 
Hoeffer, assistant counsel for the com- 
pany, as chairman had as discussion 
leaders Robert H. Goldsmith, Los An- 
geles, Nathan I. Gordon, Cleveland, 
and Fred Bland, Jr., Pittsburgh. The 
third session—“Estate Planning”’—had 
as chairman Ralph J. Chittick, com- 
pany attorney and discussion leaders 
were Loren D. Stark, Houston, and 
Richard B. Hardy, Toledo. 

The third day William J. Casey, 
president of Business Reports, spoke 
on “Business Continuation Plans”, and 
George F. B. Smith, executive vice- 
president of Connecticut Mutual, “Re- 
sponsibility of Leadership.” 

Mr. Goldsmith was presented with 
the Peter M. Fraser award as company 
leader in new business, while Lewis 
J. Fink, New York City, won the 
award as leader in new cases. Special 
recognition was also given to members 
of the President’s Club who had quali- 
fied for this honor group five or more 
years through conservation records. 





Pacific Mutual Policies for 
Grammar School, College 


Pacific Mutual Life is providing in- 
surance under two group policies for 
school pupils, one for kindergarten, 
grade and high schools, and the other 
na high school, junior college and col- 
ege. 

The former policy, written under a 
California insurance code section which 
permits it to be issued either to a 
school district or to a private or paro- 
chial school, covers the child only if 
the person responsible for his support 


applies for the insurance. It provides. 


benefits up to $500 for any one acci- 
dent, for hospital, medical and surgical 
expenses incurred within 90 days of 
an injury sustained while the pupil is 
on the school grounds or any other 
place where school sponsored activities 
are conducted, or while he is being 
transported in school-provided trans- 
portation to and from school. It covers 
all school activities, including athletics, 
with the exception of tackle football. 
The latter policy is issued to a stu- 
dent association upon a joint applica- 
tion of authorized student and school 
officials, and insures all members of 
the association. Benefits are similar to 
those conferred by the other policy. 


Prudential Men Meet 


More than 200 managers, division 
managers and special agents of Pru- 
dential, representing the 11 western 
states and Hawaii, met at Coronado, 





— 


Cal., for the ordinary agencies anny 


three day conference. 


Among company executives attend. 
ing were Harry J. Volk, vice-president 
in charge of operations of the weg. 
ern home office, Los Angeles; Freder. 
ick E. Groel, vice-president and secre. 
Stewart, execy. 


tary; and Harold M. 
tive vice-president. 


To Hear Wood at Chicago 


A talk by J. Harry Wood, 





ment professor at Washington Uni. 
versity, St. Louis, and editor of th 
C.L.U. Journal, will feature a join 


meeting Sept. 24 of Chicago Assn, 


Life Underwriters and Chicago Chi 


chapter. 


The play, “The Ordeal of Richay 
Roe,” will be given. In addition, ther 


will be a reception for new C.L.U.s 
will be awarded their designations 
the meeting. 


at? cense. 
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juvenile features: exclusive new policies 


—full benefit even if issued at age 


advances in this lucrative field. 


and Wisconsin. 
Direct inquiries, in confidence, to 
Sales Department 
FIDELITY LIFE ASSOCIATION 
A Mutual Legal Reserve Company 
Home Office—Fulton, Illineis 





Our new rate book contains a wide variety of 
juvenile and adult policies available to meet 
° . clear 1} applyi 
ance or retirement need from age 0 to 75. We are 
particularly proud of our new, forward-looking 


from 35 years of experience in juvenile insurance 
0; dismem- 
berment and fracture and double indemnity fo 
accidental death from birth, representing moje 


Some open territories in Illinois, lowa, Michigan 


Distinguished Life Insurance Service Since 18% 












THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


L. J. BAYLEY 
Secretary 


E. R. DEMING 
President 


HOME OFFICE — SYRACUSE, N. Y. 























. Service Guide . 











2328 N. Henderson 
Valuable Paper Wallets 
One or @ Thousand 
Weite for Brochure 
J. M. NEWMAN 





Dallas, Texas 
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Communist Inquiry 
Inserted in D.C. 


Licensing Program 


WASHINGTON—Determined to ex- 
clude Communists from licensed agents 
and brokers here, Superintendent Jor- 
dan has notified various insurance as- 
sociations that he has added questions 
in application forms calling for infor- 
mation concerning Communist and 
subversive affiliations and refusals to 
testify on constitutional grounds. 

The superintendent believes that af- 
firmative information on these points 
will indicate the applicant is not a 
trustworthy person entitled to a li- 


cense. 

It is claimed that Mr. Jordan is the 
first insurance regulatory official in 
the U.S. to check on Communistic af- 
filiations of insurance men. 

As to reports that it has been charged 
that certain agents or brokers here are 
Communists or subversives, which in- 
spired this new questionnaire, Jordan 
merely replies: 

“That’s something cooking on the 
pack of the stove.” 

Mr. Jordan has written to officers 
of Life Insurance Assn., American Life 
Convention, District of Columbia Assn. 
of Insurance Agents, D.C. Life Under- 
writers Assn., and D.C. Insurance 
Managers Assn. advising them he is 
revising forms to be used by persons 
applying for agents and broker li- 
censes by adding the following ques- 
tions: 

1. Are you now, or have you ever 
been, a member of the Communist 
party or any other organization having 
as an objective the altering of the form 
of the U.S. government by unconsti- 
tutional means? 

2. Are you now, or have you ever 
been, a member of any organization 
which is included in the Attorney Gen- 
eral’s subversive list. 

3. Have you ever refused on con- 
stitutional grounds to give testimony 
before a court, grand jury or other 
duly authorized tribunal? 

Mr. Jordan’s letter goes on to say 
that the laws provide that applicants 
for license must furnish sworn state- 
ments of such information as the su- 
perintendent may require. Also, license 
shall not be issued until the superin- 
tendent is reasonably satisfied that the 
applicant is a trustworthy person. 

Furthermore, he observes, agents 
and brokers go into homes, factories, 
government buildings and business es- 
tablishments. Possession of a license 
gives a person engaged in subversive 
work a “plausible excuse for being 
anywhere at any time.” 

When such a person “puts loyalty to 
Russia above loyalty to our own peo- 
ple he will not act in good faith,” Mr. 
Jordan wrote, “He is not to be trusted 
and he is not worthy of a license. I 
will not knowingly license such a per- 
son.” 





Increases Retention Limits 


Business Men’s Assurance has in- 
creased retention limits for direct and 
Teinsurance business. 

_ New limits of retention on standard 
Msurance are: ages 0-60, $75,000; ages 
61-65, $45,000; ages 66-70, $30,000; 
ages over 70, individual consideration. 





lll. Advisory Group Meets 


Insurance Director Barrett of Illinois 
held his first meeting with the insur- 
ance department advisory committee 
hat consists of industry representa- 
ves. This took the form of a luncheon 
Gathering at Chicago. There is provi- 


sion for appointment of such an ad- 
visory committee for each of the so- 
called code offices in the state govern- 
ment but such a committee was not 
named until Gov. Stratton took office. 
The appointment of such a committee 
for any code office is optional but once 
appointed, the law specifies that there 
shall be a meeting of the advisory com- 
mittee at least quarterly. 


Cook to Beirut Life 
Post for A.I.U. Group 


Enos Cook, with American Interna- 
tional Underwriters for three years, 





has been appointed manager at Beirut 
for American Life of Bermuda, one 
of the companies in the American In- 
ternational group. 

Mr. Cook started in the business 
with Great-West Life at Lansing, 
Mich., and later was transferred to 
Manila. He subsequently joined Lin- 
coln National and then Ohio National 
at Lansing and Los Angeles. Prior to 
going with A.I.U., Mr. Cook was edu- 
cational director for Beneficial Stand- 
ard Life. 


Hamlin Heads Agencies 
George Hamlin has been appointed 


superintendent of agencies for Home- 
steaders Life of Des Moines. Mr. Ham- 
lin formerly was agency vice-president 
of Guarantee Mutual and before that 
was assistant superintendent of agen- 
cies for Equitable of Iowa. 


Welsh Heads Tulsa C.L.U. 


Tulsa C.L.U. chapter has elected 
Noel L. Welsh president, succeeding 
John Darling; Jake Collar, vice-presi- 
dent, and W. T. Scott, secretary-treas- 
urer. 








e Brokerage managers of Paul Re- 
vere Life held a sales seminar. 












Four New Englanders earn 
$8,595 in their first month 


Boston, Mass. 
Mr. F. J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O'B: 


I have just completed a review of the first month’s business for 
four of our most recently appointed New England associates and 
I thought you would like to know of their immediate success. 


Edwin R. Breslin, new General Agent in Worcester, Massachu- 
setts, sold 24 cases for a face volume of $94,250 during his first 
month. His personal first year’s commission on this business will 
amount to $3,778.61. Ed has had four years of experience in the 
insurance business and the majority of his time was spent selling 
accident and health protection. Incidentally, every application 
written was on one of our ‘“‘exclusive’’ plans. 


Lloyd (Lou) Conrad and Clarence (Bud) Warner, doing business 
as The Conrad-Warner Agency in Newport, Rhode Island, during 
their first full month completed 25 sales for a total face volume 
of $67,190. Their first year’s commission on this business will 
amount to $2,578.21. All but three of their cases were on the 
“exclusive” plans. 

Joseph (Jerry) Joyce, newly appointed General Agent in Pitts- 
field, Massachusetts, personally sold 30 cases for a face volume 
of $56,500 during his first month. Jerry will receive a commission 
amounting to $2,238.54 on this business. The majority of his 
cases were on our ‘“‘exclusive” plans. 


The results of these four men are quite pleasing to me but | 
fully realize that this is not unusual with our company, due to 
our wonderful ‘‘EXCLUSIVES” which need no selling—simply 
explaining—and are without competition in the industry. 


Cordially 
Albert Mehrbach, Jr. 


Resident Vice President 


Lhe Friendly 
TRIGLION ILEUS company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Four Hundred Million Dollars of Insurance in Force 
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Farm Policy Sales 
Strong Despite 
Downward Prices 


Life insurance sales to farmers are 
brisk these days despite the softening 
in the prices of most farm products. 
Companies specializing in this field say 
that there is a tendency on the part 
of farmers to buy larger policies and 
policies with greater values. One ex- 
planation that is proffered is that 
farmers that have been maintaining a 
cash reserve, and a great many of 
them have been doing just that, with 
the idea in back of their minds of in- 
creasing their land holdings, are get- 
ting out of the notion of expanding in 


that direction and are putting this 
money, or part of it at least, into life 
insurance. 

The farmers on the whole are in 
tip-top condition and the easing in the 
prices of what they have to sell has 
not been embarrassing to them finan- 
cially. The farm owners, at least as a 
class, are not extended. There may be 
a weakness in the position of some of 
the tenant farmers who may require 
boom prices in order to come out 
whole on their commitments on farm 
machinery, etc. 





L.O.M.A. Honors Coleman 


Life Office Management Assn. has 
awarded its highest rating in the nation 
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Sixtieth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $186,000,000 to Pol- 
icyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over $81,- 
500,000 in Assets for their benefit 
... Policies in force number 103,000 
and Insurance in force is over $220.,- 
000,000 . . . The State Life offers 
splendid agency opportunities—with 
liberal contract, and up-to-date train- 
ing and service facilities—for those 


w 


THE STATE LIFE 
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Indianapolis, Indiana 
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JOSEPH SPENCER, President 





PROTECTED HOME CIRCLE 


SHARON, PA. 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 


SHARON, PA. 


L. D. LININGER, Secretary 











on a major examination paper to W. H. 
Coleman, executive vice-president of 
United American Life. Mr. Coleman’s 
rating entitles him to an associateship 
cum laude. 

The institute for life insurance home 
office personnel, conducted by L.O.M.A., 
covers life insurance principles, arith- 
metic, accounting, investments, law, 
and annual statements, agency man- 
agement and office management. 





W. P. Hughes Leaves Home 


Office to Become Agent 


William P. Huges, assistant director 
of agencies of Northwestern Mutual 
Life, has resigned 
from that post 
and joined the 
company’s Kruger 
& Davidson agen- 
cy in New York 
city as a per- 
sonal producer. 
Mr. Hughes’ first 
life insurance ex- 
perience was with 
the consulting act- 
uarial firm of 
Fackler & Breiby 
in New York City. 

From there he 
went to the Met- 
ropolitan Life home office, then to the 
Institute of Life Insurance on a special 
research project. After naval service 
he returned to the institute. He left to 
become vice-president and secretary of 
the Savings Banks Life Insurance Fund 
in New York City, later going to the 
Northwestern Mutual home office. 


W. P. Hughes 





Franklin Honors O’Brien 
with 8,000 August Sales 


More than 8,000 sales were made by 
the agents of Franklin Life during the 
month of August, which was devoted 
to honoring Vice-president F. J. 
O’Brien. 

Leader in number of sales was Mil- 
ton Fodiman, Maryland, and volume 
leader was General Agent E. F. Gore, 
Fort Lauderdale, Fla. 





To Devote Special Section 
to NFC Dallas Convention 


A special insert will be included in 
next week’s issue of the NATIONAL 
UNDERWRITER, reporting in detail the 
annual convention of National Fratern- 
al Congress, being held this week at 
Dallas. Besides complete news cover- 
age, the insert will contain pictures 
taken at the meeting. 





Cal. Managers Convene 


Sixty California associations affili- 
ated with National Assn. of Life Un- 
derwriters now have 100% member- 
ship, it was reported by W. Thomas 
Craig, general agent for Aetna Life, 
at the first fall meeting at Los Angeles 
of California Life Insurance Mana- 
gers Assn. 

Reviews of the N.A.L.U. meeting at 
Cleveland and other reports were giv- 
en by Mr. Craig, Gerald Page, gener- 
al agent at Los Angeles for Provident 
Mutual and newly-elected chairman of 
American Society of Chartered Life 
Underwriters, and Charles E. Cleeton, 
general agent at Los Angeles for Oc- 
cidental Life of California, and N. A.- 
L. U. past president. 





Tex. Managers Club Meets 


Austin, Tex., Life Managers club 
heard John Sheffield, Atlantic Life, 
chairman of the L.U.T.C. committee of 
Austin Assn. of Life Underwriters, urge 
that the managers encourage their men 
to take the L.U.T.C. classwork in Octo- 
ber. Boyd Weide, Minnesota Mutual 
Life, and W. T. Spencer, Wichita Falls 
manager for American National, spoke. 








Hunsinger Discusses 
Insuring the Diabetic 


There is a terrific potential sourte 
of insurance business among diabetics 
if some way to properly and profitably 


handle it can be devised, Dr. J. Edwarq |} 


Hunsinger, vice-president and assogi. 
ate medical director of Republic Nga. 
tional Life, told the National Fraterna 
Congress at its annual meeting at Dal. 
las this week. Dr. Hunsinger was re. 
viewing the American Life Convention 
panel discussion on diabetes held at 
White Sulphur Springs, W. Va., las 
June. 

The industry has come a long way 
in underwriting diabetics, Dr. Huns. 
inger said, directing much of the cred. 
it for this successful move to the doe. 
tor, whose accurate reports on appli. 
cants have gone far to make this a 
permanent insurance venture. 

Medically speaking, he _ said, the 
A.L.C. panel agreed that if the attend. 
ing physician was convinced his pa 


tient was well controlled, either by |; 


diet alone or by diet and supportive 
amounts of insulin, underwriters diq 
not have much to worry about. “Ob. 
viously, if we are to insure diabetics, 
we must accept the attending physi- 
cian’s standard (frequency of patient's 
visits) as adequate, providing the pa. 
tient remains well controlled under his 
care.” 

Other phases of the subject covered 
by the A.L.C. panel, Dr. Hunsinger re. 
ported, were underwriting of over-6) 


diabetics; coverage for juveniles and |‘ 


females; necessity of special tests for 
the applicants, such as electro-cardio- 
grams; influence of occupations on 
successful issuance of policies, and the 
problem presented by diabetic appli- 
cants suffering from other diseases, 
such as heart murmurs, abnormal 
blood pressure and arteriosclerosis. 





Fitting Insurance to New 
Needs Topic of Campaign 


A new advertising campaign to be 
conducted by Institute of Life Insur- 
ance beginning the week of Oct. 5 is 
designed to show how life insurance 
has kept pace with significant and con- 
tinuous social and economic changes in 
this country. The campaign also will 


show how life insurance has been re f; 


shaped to conform to the changing 
needs of policyholders. 

Approximately 500 daily newspapers 
and six major farm journals will carry 
the series of 14 advertisements. “How 
America is Changing” will start off 
each weekly message, which will be de- 
voted to one of the major changes 
which have taken place in the last 10 
to 15 years. Each ad will suggest to the 
reader that he keep his life insurance 
in line with the particular change dis- 
cussed. 


Home Office Men Speak 


Home office executives who ad- 
dressed the annual agency meeting 
and banquet of Mutual Benefit Life’s 
Raleigh B. Stotz agency at Grand Rap- 
ids, Mich., included William F. Ward, 
vice-president, and Dr. J. Randolph 
Beard, Jr., medical director. 


Exclusive Solicitation Vetoed 
MILWAUKEE—The common coun- 

cil has sustained Mayor Zeidler’s veto 

of a council resolution that would have 
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allowed one insurance agency to solicitgline A 





group polio insurance policies among 
city employes. The request was made 
by S. I. Wiviott of the Wiviott agency 
and the council adopted a_ resolution 
authorizing the solicitation. The mayor 
said competitive agencies might want 
similar opportunities to solicit city em- 
ployes for various insurance coverages. 
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Wife of General Agent 


toBe Conference Speaker 


: Naming of Mrs. G. H. Plante, whose 
tial source nusband is general agent at Cleveland 
1S diabetics jor John Hancock, as speaker, com- 
1 profitably pletes the program for the Mid-West 
. J. Edward vanagement Conference at French 
and. associ. | Lick, Ind., Oct. 22-24. Her subject will 
public Na. | “Raising the Sights of Your Pres- 
1 Frat a~ ent Manpower by Getting the Inter- 
"= Faternal | + of Wives”. James T. O’Neal, man- 
ing at Dal. | yer at Indianapolis for Great-West 
er was re. |rife, is chairman of the conference 
Convention | which is sponsored by Indianapolis 
es held at general Agents & Managers Assn. 

l. Va., last 
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Belden Urges Lawyer, Agent 


Cooperation in Bar Bulletin 


A strong exhortation for greater co- 
5 ON appli- |operation between life agents and at- 
ake this q |torneys is made by Henry E Belden, 
re. Union Central Life manager at Los 
Angeles, in an article appearing in the 
Los Angeles Bar Bulletin. 

Mr. Belden, who is president of Los 
Angeles C.L.U. chapter and past-pres- 
ident of the Life Underwriters Assn. 
and Life Insurance & Trust Council 
there, notes that in his 25 years of life 
insurance experience he has served on 
several committees designed to im- 
prove attorney-agent cooperation. The 
net result, however, usually is the 
same, he states. A resolution or a code 
of ethics is adopted which, despite its 
pious phraseology, has little practical 
effect. 

Any policy other than cooperation 
between the agent and attorney is of 
obvious danger to each, Mr. Belden 
contends. “More important, it results 
in an actual disservice to the public,” 
he adds. “The prime objective of the 
lawyer should be to do a better job 
for his client, just as that of the agent 
should be to do a better job for his 
prospect or policyholder. These worthy 
objections are hard to attain if precon- 
ceived opinions, mistrust or fancied 
self-interest lead the parties into a 
dead end.” 

Lawyers at times are justified in 
criticizing the activity of some agents, 
with the converse being equally true, 
Mr. Belden states. Despite this, neither 
faction should condemn the other as 
a whole. 

Mr. Belden describes two experi- 
ences, one where an attorney declined 
to give consideration to the recom- 

endation of an agent, with dire re- 

ts for the prospect-client, and one 
where through close cooperation the 
terests of the policyholder-client 
ere best served and where the out- 
come was equally beneficial to the at- 
orney, trust officer and agent. 
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| ae Miss Stefanac Honored 

yr changes} Michigan department associates, 
the last 10 [past and present, and _ insurance 
sgest to the jiriends from many branches of the in- 
» insurance {dustry honored Miss Antonia Stefanac 
-hange dis- #t a farewell dinner at Lansing. Miss 
tefanac, who has been with the insur- 
ce department 32 years, serving as 
retary to nine commissioners, is re- 


More than 100 attended the dinner, 
cluding Commissioner Navarre and 
ormer Commissioners Gauss and Cor- 
. All three spoke briefly as did sev- 
1 former deputy commissioners, in- 
uding Ralph Wade, now treasurer 

Michigan Mutual Liability, and 
tseph E. Reault, actuary and assist- 
t secretary of Community Life, both 
t Detroit; John Panchuk, Federal Life 
Casualty, Battle Creek, and John 
ll, Michigan Inspection Bureau. 
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, resolution finer there for its production of $2,- 
The mayor 0,000 during the first eight months 
might wath 1953, an increase of 744% over its 
cit city em-filal earned during similar period last 
> coverages. 








year. 
More than 100 members of the agen- 
cy attended and heard Charles R. 
Shipley, a company trustee, and Fred- 
erick Wright, supervisor at Philadel- 
phia, speak. 





e G. H. Hall, who has been appointed 
Shreveport manager for International 
Life of Austin, Tex., will have his of- 
fice at 3109 Alexander street. 


Professional People Suffer 
in Tax Setup, CLU’s Told 


There are inequalities in the present 
tax laws as they affect professional 
men compared with the way they af- 
fect corporation officers, Aldin McNeil, 
San Francisco tax attorney, told the 
San Francisco C.L.U. chapter. 

High taxes and discriminatory legis- 
lation frequently injure doctors and 


other professional people, he said, and 
suggested that the nation’s C.L.U.s 
point out this situation to their clients 
in an effort to develop methods of 
combating the situation. 





e E. Richard Turpin, division manager 
for Prudential, has rejoined the Pink- 
erton agency at Oklahoma City after 
several years at Newark and Los An- 
geles. 
















Making Money With 
The Money Plan 


Lincoln National agents throughout the land have increased their earnings with 
the LNL Money Plan. This simplified programming technique in package form is 


built around a visual approach and presentation which gets results. 


The 


Lincoln National’s Money Plan is an- 
other reason for our proud claim that LNL 


is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


















STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 


GOLD STANDARD... 





HOW ABOUT YOU? 


It's our whole life policy that beats ALL Competition for the combination of low rates and liberal settlement option benefits. 
Want details about this policy—and an agency of your own? Just write arg VU. Wade, President 


Delaware * 
Louisiana * 





GENERAL AGENCIES OPEN IN Arkansas * 
Florida °* 
Maryland «+ 


Pennsylvania ° 


Arizona ¢ California 
Ilinois * Indiana + Kentucky 
Missouri * New Mexico 
* West Virginia 


Georgia * 
Michigan °* 
* Virginia 


Tennessee * Texas 


























More | a own : homes today 


than pay rent ! —_ 
E ARE BUILDING close to a million And life insurance is keeping pace and is  ieicues using various kinds of policies for 
new homes every single year. And constantly growing more flexible to meet our _particular~needs, such as extra provision for 
today, for the first time in generations, 55 ew needs. the children’s “pt or funds to send 
per cent of American families own their For example, to meet the increasing interest them to college. 
own homes. in home ownership, the life insurance compa- For almost every ent: tan the ri@eds for for pro- 
nies have developed a number of plans for _ tection are constantly changing —a c 
__The increase in home eqomrdhip is just one _ protecting the family’s stake inthe home. Asa __ born, a child grows up, a home is is bought. ie And re 
es ny aa changes we've seen in re- result, hundreds of thousands of homeowners _ life insurance can be planned to. to meet these a 
now own life insurance to pay off the mort- _ changes. 
We're raising bigger families. Our children _gage in case they do not live to complete the A suggestion: Have your needs or circum- _ 
are yee are education. We're living payments. stances changed? Have you looked over your 
longer. We're earning more money. Our whole More and more families are also using life _life insurance to see how it stacks up with . 
way of living is changing! insurance to provide a regular income at the _ your present way of living and the goals you 
This means we have much more to protect. | death or retirement of the breadwinner. and your family have set for yourselves? N ~ 
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CAMPAIGN DRAMATICALLY TELLING 
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America is changing a 
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How 


Life Insurance is keeping pace 








O 
De ie @ One of the big changes. 


Startling social and economic 
changes have occurred in this coun- 
try within the last ten to fifteen 
years. As the public grows more and 
more aware of these changes, it be- 


“How America is Changing” 
This campaign “trade mark’ will appear on each advertisement. 


too—keeping abreast of these new 
needs and situations. 

The new advertising campaign 
of the Institute of Life Insurance 
points up these facts—and raises an 


\ , 
\ comes a public relations responsibil- important question in the reader's 
\ ity of the life insurance business to mind. Here, briefly, is how each 
\ _ show that life insurance is changing, message will be built: 
\ 


The headline will state a startling fact—a dramatic example of how 


America is changing. 


People’s needs are changing, too. 


—_o 
~~ — = 


These changes have affected our way of living—and given us more 
things to protect. 


Metin Lite Insurance has kept pace. 
Responding to these changes, life insurance is changing, too. 
as ~@ A suggestion to the reader. 


Has his life insurance kept pace with these changes? 


INSTITUTE OF LIFE INSURANCE 


488 MADISON AVENUE, NEW YORK 22, N. Y. 
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Merits of the Company-Member Plan 


The appointment of a National Assn. 
of Life Underwriters committee to 
confer with the New York State Assn. 
of Life Underwriters on the latter’s 
project of enrolling company mem- 
bers seems like an enlightened ap- 
proach that bodes well for the eventual 
solution of an important difference in 
viewpoint between the two associa- 
tions. 

The trustees, at two sessions during 
the recent Cleveland convention of 
N.A.L.U., held the New York plan to 
be in violation of the national by-laws. 
That being the case, any debate on the 
merits of the New York plan was of 
necessity in the realm of the academic 
at that state, no matter how many of 
the trustees may have sympathized 
with the New York association’s need 
for more revenue to carry on its es- 
sential work. 

Nevertheless, the matter is so im- 
portant that it will have to be decided 
on its merits rather than on the basis 
of the present wording of the N.A.L.U. 
by-laws. 

There are deep and sincere differ- 
ences of opinion on this matter of com- 
pany memberships in a state life un- 
derwriters association and it may be 
that no answer will be completely sat- 
isfactory to everyone, no matter how 
many viewpoints are aired or how 
much soul-searching goes on. 

The first essential is that parties to 
the discussion be men of good will and 
conduct themselves as such, despite the 
heat and pressure that may: be gener- 
ated. Tempers flared some at Cleve- 
land in connection with this issue but 
everything seems to be back on an even 
keel now. All concerned recognize the 
seriousness of the New York associa- 
tion’s need for additional revenue and 
there is no disposition on the part of 
N.A.L.U. leaders to minimize it. 

Also essential is a tough-minded, 
realistic attitude toward the problem, 
which means a willingness to separate 
fact from phantom and folk-lore. It 
decidedly doesn’t mean a callous dis- 
regard of consequences but rather an 
objective appraisal of the plusses and 
minuses of any proposed course and 
then an intelligent decision, quite pos- 
sibly on a calculated risk basis, since 
the absolutely “safe” course, even if 
it could be found, would probably be 
an ineffectual one. 

But for the fact that the N.A.L.U. 
board has interpreted the by-laws as 
prohibiting company members in state 





associations, the New York state plan 
would doubtless already be in effect. 
Other than the by-laws, which of 
course could be changed if there were 
sufficient sentiment for it, what are the 
objections to the New York plan? 

One is that it would give critics the 
opportunity of saying that here is evi- 
dence that the life companies dominate 
life underwriters associations. The 
answer to that seems to be that they 
are saying it anyway and have had 
scant effect. The agreement between 
the national labor relations board and 
N.A.L.U. a few years ago eliminated 
the association from anything in the 
nature of collective bargaining and as 
part of its company-member plan the 
New York association wrote into its 
by-laws an even more specific renun- 
ciation of any labor-organization func- 
tion. So there is no room for the con- 
tention that the New York state as- 
sociation would be accepting money 
from companies which it might at the 
same time be opposing as bargaining 
agent for its members. 

The second and more serious objec- 
tion is that by accepting money from 
the companies the state association 
would be placing itself under their 
control to an extent that could on oc- 
casion impair the association’s value 
to its regular members. 


This argument runs something like 
this: Suppose there were a split in 
viewpoint between the regular mem- 
bers of the state association and the 
company members over, for example, 
limits on commissions to agents or gen- 
eral agents under section 213 of the 
New York insurance law. The compa- 
nies would be in a position to withdraw 
their membership and dues support if 
the state association leaders persisted 
in a course contrary to that favored 
by the companies. A variant of this 
argument is that even if the companies 
didn’t threaten to withdraw in concert, 
a few of them, or even a single large 
one (which would be paying dues of 
$3,200 a year) could exert considerable 
influence by a threat of withdrawal. 

These dangers, however, seem more 
theoretical than real. What would be 
the reaction of the state association 
leaders to a threat of wholesale with- 
drawal of support? Wouldn’t it be to 
turn from a mere difference in view- 
point to fanatical zeal in espousing 
their cause? Is it conceivable that the 
companies would stir up any such 
hornets’ nest and thereby vastly in- 


crease the odds against getting what 
they wanted? In addition they might 
be alienating the support of the state 
association from projects about which 
there would otherwise be no differ- 
ence of opinion. 

Is it likely that even a few companies 
would withdraw their support on any 
such short-sighted basis? It could con- 
ceivably happen, but if it should, either 
the other companies could make up the 
difference, or the association would 
have to draw on its reserve, or at 
worst, it would have to curtail its ac- 
tivities to a moderate extent. Regret- 
table as the latter course would be, the 
risk of its materializing seem hardly 
sufficient reason for junking the com- 
pany-member plan if there is no 
stronger argument against it than that. 

A good deal of the argument against 
the company-member plan seems to 
overlook the fact that the companies 
need the state association as badly as 
the association needs the companies’ 
support. The way in which the com- 
panies have cooperated with the state 
association over the years indicates 
pretty clearly that they are motivated 
not by any desire to get the whip hand 
over the field forces but rather by a 
realization that there are some fields, 
particularly legislation, in which the 
association can be uniquely effective 
for the good of the public and the busi- 
ness. There is no reason why the field 
force should stand the entire cost of 
this work in addition to contributing 
time and effort for which there is no 
compensation. 

The company-member plan has the 
undoubted merit of being completely 
open and above-board. Nobody could 
ever rummage around in a dark closet 
and pull it out to the accompaniment 
of a lot of smear publicity. It is just 
what it purports to be, the sharing 
of common problems for the common 
good. If the burden is going to be 
shared, it is far better that everybody 
knows it is being shared. Indirect 
modes of sharing costs are usually 
wasteful and they fool nobody whose 
opinion is worth heeding. 

Much of the opposition to the com- 
pany-member plan seems to be rooted 
in the ancient notion that a life un- 
derwriters association is a sort of a 
protective alliance of field men, trucu- 
lent and fully armed, ready to bop the 
mean old companies over the head 
if they should try any funny business. 
This bit of life insurance folk-lore 
dies hard. There are those who appar- 
ently see the New York company- 
member plan as a means of placing the 
life company foot on the agent’s neck 
and their blood boils at the idea. 

Actually, however, the New York 
state association’s role is largely one 
of cooperation with the companies on 


matters of common interest. If its lead. 
ers should have any feeling that the 
companies were using their dues pay. 
ments as a club, they would have swift 
and effective recourse open to them, 
But until that time comes—if it eve 
should—they evidently feel that while 
they are fighting under the same flag 
with the companies they might as wel 
share the expenses, too. 

Finally, even assuming that a State 
association’s main role should be that 
of potential guardian of the interests 
of the field man against possible ad. 
verse legislation sought by companies, 
it seems evident that two organizations 
would be much more likely to reach 
a satisfactory solution, in the event 
of a disagreement, if they had estab. 
lished a pattern of mutual assistance 
rather than of mutual suspicion. In 
view of the long history of cooperation 
between the life companies operating 
in New York and the New York State 
Assn. of Life Underwriters, it seems 
unrealistic to assume that the compa. 
nies would spend time and money to 
cement this relationship only to en- 
danger it by later trying to use their 
contributions as a club to dictate as. 
sociation policy. 

But even assuming that the compa- 
nies would do anything so destructive 
of their basie aims, there is nothing 
irrevocable about the proposed alli- 
ance. The voting control remains with 
the field people. As long as they retain 
their sense of purpose and direction 
there would be nothing to stop them 
from discontinuing the company-mems« 
ber plan and going back to the basis 
that has been in effect up to now. 

Reading over what we have written 
up to this point, it looks as if what 
was intended as an objective weighing 
of the various viewpoints has become 
a brief for the company-member plan, 
On balance, it does seem to us as if 
the arguments for the plan are strong- 
er than those against it. There are 
two basic considerations: (1) Can a 
state life underwriters association ac- 
cept financial help from life compa- 
nies without sacrificing its independ- 
ence or its integrity? The answer seems 
to be yes, for such assistance is being 
given in various ways other than com- 
pany memberships and nobody has 
charged that the associations have sold 
their souls to the companies. (2) If 
there is no harm in accepting financial 
aid from the companies under any of 
the plans currently in vogue, what 
objection can there be to doing the 
same thing on the basis proposed by 
the New York state association? If 
contributing to a program of industry- 
wide interest is right, then the New 
York plan seems on all fours with any 
other means of getting company mon- 
ey, including enrolling company peo- 
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Je as associate members, selling ad- 
yertising in sales congress programs, 
or what have you. 

The experience indicates pretty 
dearly that company money doesn’t 
rrupt a state association and there 
jsno reason why it should. It is not 
, case of association leaders being 
given free money for their personal 
yse. They will still be working as hard 
js ever in the common cause, even 
though they don’t have to dig quite 
so deeply into their wallets to finance 
activities that are the concern of the 
entire business. 

Finally, there is the indisputable 
fact that the New York state associa- 
tion is not demanding that every state 
association enroll companies of their 
respective states as members. It is 
seeking a solution to a special situa- 
tion that exists because of New York’s 
strict and largely extraterritorial laws 
and it is proposing a solution intend- 
ed to apply in New York. All it is ask- 
ing is that it be permitted to go ahead 
with a plan that its delegates have on 
two occasions voted unanimously to 
implement. 
In hoping that N.A.L.U. will not 
interfere with the company-member 
plan, the New York state association 
is saying, in effect, to the National 
association, ‘““We’re not asking you to 
keep the wolf from our door. But if 
you can’t help us, at least please don’t 
help the wolf.” 








Ohio Fraternal Congress 


To Hold Annual at Canton 


The annual meeting of the Ohio Fra- 
ternal Congress will be held at the 
St. Francis hotel, Canton, O., Oct. 12-13. 
The executive committee will meet a 
day earlier. 

Among features of the meeting will 
be a forum Oct. 12 headed by Harold 
Sponholtz, Woodmen of the World. 
Celia Lied, Maccabees, is president of 
the congress. 


Charlotte C.L.U.s Elect 


Charles E. Brewer, Jr., has been 
elected president of the Charlotte 
C.L.U. chapter. Other officers are 
James W. Grey, vice-president; and 
Nathan Diamond, secretary-treasurer. 
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Walter A. Robinson, Ohio superin- 
tendent of insurance, was 75 years old 
a few days ago and his office staff re- 
membered him with two large bou- 
quets. 





Harold D. How- 
enstine, whose ad- 
vancement to 
manager of sales 
promotion and 
publicity for In- 
dianapolis Life 
was reported in 
last week’s late 
news bulletins, 
formerly was with 
the Indianapolis 
Star and Dun & 
Bradstreet. An 
army veteran, he joined Indianapolis 
Life in 1952. 





H. D. Howenstine 


Frederick H. 
Groel, vice-presi- 
dent and secretary 
of Prudential, 
whose appointment 
as chief of public 
relations and ad- 
vertising for the 
company was re- 
ported in last 
week’s issue, has 
been with Pruden- 
tial since 1940. 
He will continue 
his present re- 





Frederick H. Groel sponsibilities in 
addition to his 
new duties. Mr. 


Groel succeeds 2nd Vice-president A. T. 
Everett, who will devote full time to 
Prudential’s A. & H. program. Mr. 
Groel is a graduate of Princeton and 
Harvard law school. 


W. W. Wray, Cincinnati general a- 
gent of John Hancock Mutual, received 
front page banner headline publicity 
in Cincinnati newspapers for his rescue 
of Mrs. Wray from their burning apart- 
ment in an early morning fire which 
did $15,000 damage. The fire also dam- 

(CONTINUED ON PAGE 23) 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 
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For Jr. Executives 






and 


Young Professionals 









U. S. Life’s INDEPENDENCE PLAN gives full, 
low-cost protection during life expectancy period 
—plus a trio of valuable conversion options. 




















Highly useful for “Key Man” cases . . . and for 
all clients who need substantial coverage at 
low-cost NOW, with the right to “change horses” 


later on. Cash and Paid-up values, too. 


EXTRA! You can also add the special $50 a 


month per $1,000 income rider. 


Call your U. S. Life agency or write home office 


for details. 
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Northwestern Mutual Elects 
Policyholders Committee 


Five business and professional men 
have been elected to the 1953 examin- 
ing committee of policyholders of 
Northwestern Mutual Life. 

They are Fred A. Seaton, Hastings, 
Neb., head of the Hastings Daily Trib- 
une; Herbert C. Wuesthoff, Thiens- 
ville, Wis., president and director of 
the Wuesthoff Co., Milwaukee real es- 
tate firm; Dudley W. Orr, Concord, 
senior partner in Orr and Reno, New 
Hampshire law firm; Harry C. Moore, 


Beloit, Wis., president and director of 
the Beloit Iron Works, and Samuel J. 
Campbell, Mt. Morris, Ill., president 
of the Kable News Co. 

The committee examines the com- 
pany’s records and employs independ- 
ent auditors to study the company’s 
financial condition. It then reports to 
the policyholders and the board of 
trustees on its findings. 





Has Best August Ever 


August production for Philadelphia 
Life was the higest in the company’s 
47 years, exceeding the previous high 
for August set in 1952 by 18%. 

Production for the year to date ex- 
ceeds $30 million and shows a 12% 
increase. 
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When the average man steps up to buy 

a hat he expects to be fitted exactly .. . 

no “average size” hat for him! This obvious 
fact applies to selling insurance, too. 


American United Life Insurance Company’s 
agency department gets along with the 

field like ham gets along with eggs. Simply 
because sales plans and sales programs are 
fitted to the field instead of vice versa. 


American United field men are full of ideas 
and the agency department makes the 

most of that. On the other hand, top brass 
in the agency department are all successful 
insurance salesmen and the field makes the 
most,of that. Fitting each head with the 
proper-sized hat is a matter of attitude. 

And this attitude is paying off in a big way, 
with new records of good business, profitable 
to the company and profitable to the men. 
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4,300 Expected to Attend 
Prudential Regional Meets 


More than 350 field men from Pru- 
dential’s south central region convened 
at the Hotel Statler in Washington, 
D. C., early this week in the first of 
the company’s 1953 district agencies 
regional sales conferences. The two- 
day program, designed to cover a vari- 
ety of subjects, has set off a chain re- 
action which is expected to result in 
more than 4,300 district office mana- 
gers, staff managers and agents at- 
tending regional conferences through- 
out the year in east and east-central 
areas. 

Except for the south central meeting 
this week, following conferences will 
involve personnel in the New England 
and middle Atlantic states. 

In addition to company officials, 
guest speakers expected to attend the 
regionals will include Eugene M. 
Thore, general counsel of Life Insur- 
ance Assn. of America; Charles J. Zim- 
merman, managing director of L.I.A.- 
M.A. and Hal L. Nutt, director of the 
Purdue course. 

Harold M. Stewart, executive vice- 
president of Prudential, will be active 
at all the conferences. Valentine How- 
ell, executive vice-president and ac- 
tuary, will participate in two confer- 
ences to be held at New York City. 
Other company men who will attend 
the fall regionals will include Vice- 
president Charles W. Campbell, Vice- 
president James E. Rutherford, Vice- 
president and Comptroller Lewis R. 
Menagh, Jr., Vice-president and Asso- 
ciate Actuary Pearce Shepherd, and 
General Attorney Richard J. Congle- 
ton. 


Mutual, N. Y., Conducts 


Seminars on New Plan 


More than 400 agents of Mutual of 
New York will attend seminars this 
month on “Module Multiprotection,” 
the company’s new comprehensive em- 
ploye benefit plan for small business 
concerns. 

The two-day conferences are being 
held sectionally in 12 cities throughout 
the country. A meeting in Denver was 
the kick-off for the series, and future 
conferences will be held at Albany, 
Chicago, Des Moines, Spokane and San 
Francisco. Seminars in Columbus, 
Washington, D. C.; Atlanta, New York 
City, Los Angeles, and Jackson will 
follow. 

The seminars are being directed by 
two teams of home office officials, 
headed by Roger Hull, executive vice- 
president, and Stanton G. Hale, vice- 
president for sales, covering the west- 
ern and eastern circuits, respectively. 


Great-West Already Over 


Entire 1949 Production 


Great-West Life’s production so far 
this year exceeds output for the entire 
year of 1949 and is a 10% increase over 
the total recorded for the first eight 
months of 1952. Insurance written so 
far this year totaled $241,370,000, and 
new business for August alone amoun- 
ted to $29,251,000. 

Leading representative was J. A. 
Ward, Chicago, and leading Canadian 
representative was J. M. McLean, Nova 
Scotia. 


Pacific Mutual 8-Month 
Increase Is $33 Million 


Group life insurance in force in Pa- 
cific Mutual now stands at over $400 
million, an increase of more than $33 
million since Jan. 1 of this year. 











Buys Home Office Site 


A new home office site has been 
purchased by Southern Provident Life 
of Dallas at Central Expressway and 
University boulevard. The price was 
about $105,000. 

It is not known when construction of 
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the building will begin, accordiy 
Charles Roberts, president. . 


Pioneer L. & C. to Broaden 
Scope Under Christopher : 
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Record Sales for Link . a 
Agents of Lafayette Life of Indian) healt A 
staged a special August sales campai ed 
in honor of President Jacob W. Link} ugher 
who during the month completed 4j ance *” 
years of service with the company, }| who 7 
Sales exceeded $3 million, the larg} States 1 
est ever written by the company jj past pr: 
one month. account 
sales-re: 
Judge Frees Policy Forms - ~ 
Over Protest by Dickey to me, k 
District Judge Albert C. Hunt ha me. 





issued a temporary order restrainiy 


Oklahoma Commissioner Dickey fron} "*Y ™ 
rejecting policy forms submitted }y| phone t 
University Life, Oklahoma. Petitiong} view. I 
is asking for a permanent injunction} cess, ne¢ 

Mr. Dickey contends the company is} nally a 
trying to sell legal reserve policie} tried a1 


without notifying the public of mutud 
benefit laws that apply to the con. 
pany operation. He said the company 
had informally presented the form 
and the department had _ previous) 
advised its officials that the form 
could not be approved by the insur. 
ance department. Hearing is set for 
Sept. 28. 


Statement Is Qualified 


A section of the running story ina 
NATIONAL UNDERWRITER daily issue dur- 
ing the National Assn. of Life Under- 
writers convention at Cleveland, which 
stated that Oren D. Pritchard, chairma 
of the N.A.L.U. state law and legislatia 
committee, had urged states to adopt th 
N.A.L.U. model group bill, limitiy 
group coverages to $20,000, should have 
been qualified to explain that Mr. 
Pritchard simply urged the adoption o 
the group limits recommended by the 
association’s group committee and pre 
viously approved by N.A.L.U. as a mat: 
ter of policy. 

The statement by Mr. Pritchard, who 
is general agent at Indianapolis for Un- 
ion Central Life, was directed at those 
states having no group law, since he 
said they make it difficult for othe 





states that do have this law, particular-| , 


ly when the coverage crosses state lines. 





Managers Get Out Paper 


Indianapolis General Agents & Man- 
agers Assn. has come out with its own 
monthly newspaper, “The G.A.M. 
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News’’, consisting of eight mimeo» “oney 


graphed pages of 8 x 11 inches, each 
containing three columns. 3 
Besides news about association and 
personal and business activities in 1n- 
dianapolis’s life insurance world, the 
new publication also undertakes vari- 
ous production surveys and boasts an 
editorial page and a letters-to-the edi- 
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erat! needed it, despite 


convention of the 
National Assn. of 
Life Underwriters 
at Cleveland was 
Grant Taggart’s 
acount of how he 
sold $100,000 to a 
man who badly 





the prospect’s al- 
most fanatical re- 
sistance, and then, 
after the policy- 
holder had devel- 
oped a serious 
hpealth impairment, persuaded him to 
keep the policy—a task that was even 
tougher than selling him the insur- 
ance in the first place. Mr. Taggart, 
who represents California-Western 
States Life at Cowley, Wyo., and is a 
past president of N.A.L.U., gave this 
account of his experience with his 
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sales-resistant customer: 

A little over a year ago I selected 
from the paper a name, just a name 
tome, but a man who had supposedly 
come into a rather sizable amount of 
money; a man who had never had 
very much money. I called by tele- 
phone to see if I could get an inter- 
view. I called many times without suc- 
cess, never could find him home. Fi- 
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nally at six o’clock in the morning I 
tried and he answered the telephone. 


It was a great distance from my 
home, and I asked if I might see him 
at his home at seven o’clock that night. 
He said, “I will be delighted to meet 
you at seven o’clock tonight.” I said 
I would be there. I didn’t even give 
him a chance to ask my name or any 
questions for fear he would tell me 
not to come, but I was at his home 
that night at seven o’clock. 

I was invited into the house, but 
not invited to sit down. He was a high- 
spirited western race-horse type of 
fellow and he looked at me and said, 
“I have never seen you before.” I 
said, “We are even, I have never met 


tins | you before.” He looked at me and said, 


“I wondered why you would be com- 
ing into my place at seven o’clock at 
night. My wife tells me that you are 
a life insurance salesman, and I do not 
like life insurance salesmen. I do not 
like men who ever joined a union. I 
have never hired a man who ever 
joined a union, and I never will.” 


Well, I had to think fast. I looked 
at my friend and smiled and I said, 
‘Your wife is quite wrong. I have 
never sold a life insurance policy in 
mny life.” That seemed to relax him. 
I was invited to sit down. 

During the day I had learned quite 
considerable about my new prospect. 
I knew that he had already loaned 
¥oney to men, men who in my opin- 

were not good financial risks. I 
knew that he needed the benefit of 
the diversification of life insurance to 
Msure something for his wife and 
babies if he died too soon. I knew that 
he needed to put something away for 
his old age if he lived too long be- 








your fault that I came to see you, not 
my fault.” 

And then I dignified him by placing 
him on a pedestal at the side of the 
outstanding men in his chosen field. 
- said it was on their recommendations 
that I came to see him, and I told him 
that I do not sell life insurance, but 
I have had considerable to do with the 
men who buy it by helping them buy 
the things they needed through the 
institution of life insurance. 

I said: “I am not on poverty row, 
but if you are anxious to talk about 
your problem I would like to visit with 
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/Sales Ideas That Work 


Grant Taggart Tells How He Sold, Then 
“Conserved ’’ One of His Toughest Cases 


One of the highlights of the Million cause he had never handled money be- 
Dollar Round Table hour at the recent fore and finally I said to him, “It is 


you about them. It must be on the basis 
of no obligation.” 

Well, he couldn’t say that that wasn’t 
a good deal and so by that time I 
seemed to have gotten into his con- 
fidence and we visited about his af- 
fairs. 

Well, to make a long story short an 
application was taken for $100,000, a 
check was received for the full pre- 
mium. I learned that he was leaving 
for Denver the next morning. I knew 
he was the type that possibly would 
change his mind by morning and so 
I was thinking about the examination. 

Without any thought or request from 
him I reached for the telephone and 
called the doctor and asked him if 
he could meet us at his office in an 
hour. He said, “I am delivering a baby 
and can’t possibly be there.” 


I called the new town doctor, the 
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one who had just arrived, a man I 
had never met. I said, “Will you be at 
your office in 10 minutes?” 

My new client turned to me and 
said, “What is the deal? If I had known 
this, you would never have taken that 
application. I have never been to a 
doctor in my life.” 

I got him in the car. We went to the 
doctor. This was a new doctor, the 
type that wants to take a full hour— 
you remember. I could hear through 
that door,—I heard the old rupture 
test, I could hear him coughing, jump- 
ing up and down, the old heart test, 
and all the time I am wondering, wor- 
rying, wishing, how will I ever get that 
second examination between now and 
midnight. It was now about 9:30 
o’clock. I called a town 15 miles away. 

He came out and he said, “If I had 
had any idea what I was going to have 
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SKIELDS 





LIFE INSURANCE, 
A 4-D WONDER... 


“*3-D” is big news these days, with the perfection i 
of the effect of depth as a third dimension in moving | 


Life Insurance has a fourth dimension. It enables 
aman to stand here today and reach out there ahead i 
a with an arrangement which will have security ready 
for those who will need it when they get there. 


2a) || Heme Office: NASHVILLE, TENNESSEE || | 
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FINANCIAL 


AIDS TO SUCCESS 


At Liberty Life, a rate book and application 
forms are only the beginning, and never the 
end, in equipping our agents for their careers. 


It takes more. And the Company supplements the 
basic tools of selling with the kind of training that 
gives our representatives a head start toward success. 


Fundamental courses, and then advanced training, 
are part of a coordinated program to help Liberty Life 
representatives prepare themselves to render a superior 
type of service. Up-to-date marketing tools are also 
available. These include specially prepared sales fold- 
ers and other visual aids for graphic presentations of 
Liberty Life’s flexible “Financial Freedom” plans. 


We look at it this way: The success of our represen- 
tatives is a two-way proposition; they never have to 
find their way alone. 


LIBERTY LIFE 


INSURANCE COMPANY 


Home Office 
GREENVILLE, SOUTH CAROLINA 


FREEDOM FOR THE FAMILY 


to go through I would never have done 
business with you.” 

Then we got in the car and instead 
of turning right we turned left. He 
said, “Where are we going?” I said, 
“We always pay our larger policy- 
holders, any man who can buy $100,- 
000 of life insurance from us, we pay 
him the compliment of two examina- 
tions. I am taking you over to Basin 
to have another one.” 






We arrived in Basin. I had phoned 
the doctor. He was waiting. The other 
examination was made. Almost an- 
other hour. I was worrying about his 
wife back there, what is she thinking, 
we are not home yet, and I go up- 
town to buy three or four pounds of 
candy. He came out of that doctor’s 
office. I put my arm around his neck 
and I said to him, “My friend, you 
remind me of the most outstanding 
man that ever lived in Wyoming as 
far as financial success is concerned. 
Last year I wrote him up for $300,000 
and as busy as he was, he was the 
most cooperative man I ever met, and 
that is just the way you have been to- 
night.” 

He couldn’t get mad at that one so 
we became good friends and the policy 
was issued. He passed all the examin- 
ations. The policy was delivered. He 
started a $100,000 home, but he never 
got to live in it, because it was only 
six months later that the doctor told 
him to go to a low climate because he 
had had a heart attack. This man who 
had never been to a doctor had gone 
to a new place to live in order to en- 
joy just a few years. 

ca e e 

And then in Memphis in April, the 
wire came to me from my son saying, 
“Your policyholder has written the 
company he is dropping the policy. 
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@ Sales training and sales aids 
Cooperative sales assistance to the men in the field. 


For details on the Capitol Life expansion program 
in your area, write: 
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You get these benefits with Capitol Life: 


e Attractive commissions — Bonuses 
Liberal first year commissions plus lifetime renewals. 


Available to qualified field underwriters now residing in the 15 Western States. 


THOMAS F. DALY II, Vice President 
and Director of Agencies 





* “Fast Service From Capitol’s 
_ Issue Department Keeps 
£1 My Applicants ‘Alive’ 


The personal attention and prompt approval of 
my applied-for-production helps me handle new 
business faster and makes my sales job easier.” 


RICHARD T. ARIYOSHI, Agency Manager, Honolulu 
Territory of Hawaii 


@ Prompt underwriting service 
A coordinated underwriting service for the field forces. 


@ Exclusive contracts 
Complete line of policies with competitive rates. 
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a 
What can you do about it. He saiq 
didn’t want it in the first place” 
Well, I called my friend, some 
miles away, and said, “You be at blag, 
hotel in the morning. I am coming gy 
to see you. I will fly all night tonigh 
I happen to be one of those Peon; 
who likes people more than I 
money, and I am coming out to Se 
you, my friend, and I am Soing t, 
back the hearse up and let you smg 
the flowers a bit because you are ne 
lapsing that life insurance policy” 





So I met him the next morning, A 
two days the policy would lapse, | 
had some helpers on the side because} 
knew the job that was ahead of m 
I had two good men; one is at thi} 
meeting. So I take him into the hoty 
room and try as I will, I could ny 
sell him on the sacredness and a4. 
visability of maintaining the coverag 
When a wife and man close the dog, 
we never know what makes men make 
the decisions they do. 

He was taken to the office of m 
helpers, without success. What woul 
you do? I am still selling. I looked x 
my friend. I said “I have made a de 
cision. I will keep up the policy, | 
will make the policy payable to; 
church, so I want you to sign th 
change of beneficiary. It is too gooj 
a bargain.” He said, “Okay,” and 
signs the change of beneficiary. 

“Now,” I said, “I must have th 
signature of your wife. I want no en. 
barassing situation, no trouble if some 
thing happens to you.” He said, “Al 
right; we will get her signature.” Api 
the three of us drove quite some dis. 
tance to their home in another tom 
and I said to my friend, “Bert, yw 
come along. You engage the fellow i 
conversation when we get there. M 
only purpose in going out there wast 
see the wife, and then that is wher 
I made the sale to keep the policy i 
force for her benefit.” 





I knew he had bequeathed $100.0) 
to her. I knew there was no investmen, 
quite as important as this policy. | 
knew much of their $100,000 had a 
ready been spent, but I knew ther 
was $100,000 life insurance that shoul 
be kept up. I can visualize; I can s# 
that policy in force the night the minis 
ter arrives, when people are comin 
in to, should I say to bring food, & 
helpful acts about the house; wha 
they are coming in with the flower, 
all as it should be, when the ministe 
is there praying for the bereft, but! 
can also see an underwriter comin 
back week after week, month afte 
month, with a check that will provide 
the necessities and the common de 
cencies of life. 

Well, that is where you come i, 
that is where I come in, that is wher 
the compensation comes in this grea 
business that we think of in terms d 
service, service to people. 

There is enough in the world itsel 
for teachers and ministers to devote 
hours to. I say if you look to this 
business in the eyes of service to peo 
ple, liking people more than their mon- 
ey, all the chips you will ever need 
will more than just happen. 











Expands New Orleans Office — 


The new brokerage office of Ci® 
necticut General Life at New Orleans, 
managed by Edward N. Cheek, Jr. 
also will service Shreveport, Alexan- 
dria and Baton Rouge. With the com- 
pany since 1951, Mr. Cheek has serv 
at the home office, Cleveland, E 
and New York, in the last city 
brokerage supervisor. 
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ACCIDENT 


Agree Hospital Insurance 


Claims Often “Overpaid” 
NASHVILLE—“Less than 3% of all 

tf claims under hospitalization policies 

are “rejected” and insurers of this type 














e you are are “overpaying” in many cases be- 
nce policy.” | cause of the practice of physicians and 
tients in “loosely picturing treatments 
. not actually covered to make them con- 
t morning, },} form to terms of the policy.” These 
ould lapse, | were among the conclusions reached 
side because} at 2 panel discussion between repre- 
enti Uself sentatives of hospital insurers and 
1d Of m} members of the Nashville Academy of 
ne 1S at thi! yedicine. However, the group agreed 
into the hotel that “hospitalization insurance is hav- 
, I could ny ing growing pains, but with careful 
ness and aij treatment can become a mature, re- 
the coverage spected member of the insurance fam- 
vi dow, Among the problems discussed were 
make the lack of information and creden- 
, tials provided by insurers for the pol- 
office of : ‘ 
ty] icyholder, which can be presented to 
What woul] the hospital, and the companies’ “un- 
$. I looked at] reasonable demands for itemization of 
> made a de} hospital expenses, driving up the hos- 
the policy, || pital’s operating costs.” It was recom- 
ayable to ; mended that “teeth be put in insurance 
to sign th laws to drive out and keep out irre- 
S sponsible companies of the fly-by- 
1S 00 gout night type, which delay or avoid pay- 
cay, and lef ing reasonable claims.” 
ficiary, 
eve tH} Heggie Explains How and 
No em. Ss 
uble if som| Why of A. & H. Selling 
le said, “Al} Cincinnati Assn. of A. & H. Under- 
nature.” Ani} writers had a turnout of more than 
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one-third of its members at the first 
fall meeting. 

Joseph W. Scheer, Jr., of Inter- 
Ocean, chairman of the executive com- 
mittee of H. & A. Underwriters Confer- 
ence, gave the industry’s viewpoint re- 
garding the article in the September 
Reader’s Digest by John A. Appleman 
about A. & H. policies. He said the 
article is “full of innuendoes, mis- 
statements of facts, and is a very un- 
fair indictment of our business.” 

Samual S. Heggie, general agent of 
Loyal Protective Life, presented a 
chalk talk of analogies to explain basic 
facts of the why and how of A. & H. 
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selling. He said fundamental training 
teaches the how, but not always the 
why, and so the agent runs into diffi- 
culty when he meets a prospect who 
throws him off the track of a prepared 
sales talk. 

All insurance, he said, is replacement 
of income. He recommended that in 
A. & H. the replacement of income be 
made by formula rather than by simply 
a canned sales talk. His suggested for- 
mula follows these steps: (1) Get 
agreement, (2) establish confidence, 
(3) arouse interest, (4) establish a 
general problem by telling a third- 
party story, (5) establish a specific 
problem around the _ prospect by 
asking questions, (6) present the 
solution, and (7) make the close. 

“Since A. & H. insurance is an intan- 
gible,” he said, “we have to be artists 
in our selling—word artists—to paint 
a picture and put into the picture the 
things that mean the most to the pros- 
pect—food, shelter, clothing—and then 
illustrate the need during disability. 
How will a man provide for those 
things?” 


Gilbert Milwaukee Speaker 


Charles H. Gilbert, supervisor of 
Woodmen Accident for southern Wis- 
consin, and president of Madison A. & 

A. Assn., spoke on “What Are We 
Afraid Of?” at the opening fall meet- 
ing of Milwaukee A. & H. Under- 
writers, 





Endorsement Is Refused 
_ The Michigan department of public 
instruction disclosed that its Su- 
berintendent Clair L. Taylor has re- 


fused to endorse the offering of insur- 
ance plans covering school children 
through the schools. 

Mr. Taylor said it is up to local 
school boards whether they will permit 
use of school facilities in solicitation 
of this type of business. World of Oma- 
ha and Continental Casualty are re- 
ported to be seeking this business. 





Nine Programs Lined Up 


for Buffalo A. & H. Group 


Western New York A. & H. Assn. 
(Buffalo) has lined up its 1953-1954 
program schedule. This led off on Sept. 
14 with a talk on “The Part Insurance 
Education Plays in Increasing Sales” 
by Leon L. Tracy, assistant director of 
A. & H. sales for Prudential. 

On Oct. 12, Allison S. Beebe, vice- 
president and group manager of Paul 
Revere Life, will discuss “Earning Ex- 
tra Dollars Through Group Sales.” Cla- 
rence R. Sedgwick, Union Mutual Life, 
will be general chairman of the Nov. 2 
meeting, which will be an evening af- 
fair to be followed by a breakfast. On 
Dec. 7, C. F. Lee, A. & H. manager of 
Columbian National Life, will talk on, 
“The Challenge 1954 Offers the A. & H. 
Agent.” 

_ The January meeting will be a “self- 
improvement” gathering, with Rich- 


ard W. Michaels, Federal Life & Cas- 
ualty, as chairman. On Feb. 1, Eugene 
Prather, Cincinnati, eastern region 
training school manager of Mutual Be- 
nefit H. & A., will give “Down-to-Earth 
Sales Ideas,” and the sales congress 
is slated for March 5. In April the 
group will have its election and the re- 
port of the president, and on May 3 
will come the final meeting with a 
noted speaker giving a sales talk. 

Howard A. Potter, Empire State Mu- 
tual Life, is president of the associa- 
tion. The program schedule is in print- 
ed form and has been distributed to 
the membership. This leaflet contains 
also the names and addresses of the 
officers and a list of the objects and 
purposes of the association. 





Name Connecticut Mutual Winners 

Vincent B. Coffin, senior vice-pres- 
ident of Connecticut Mutual Life, pre- 
sented the Up-State New York tro- 
phies at a special meeting of these 
agencies at Whiteface, New York. 
Donald C. Newton, Syracuse, received 
the trophy as leading agent in paid 
volume. Maurice K. Haswell, Albany, 
led in number of cases placed. Joseph 
U. Posner, Rochester, was leading 
first-year agent in volume, and Robert 
J. Lawrence, Albany, second-year 
leader. 


CHANGES 


Massachusetts Mutual 
Opens 2 Regional Offices 


Massachusetts Mutual Life has es- 
tablished two new regional sales areas, 
a southwestern region at. Houston and 

















Guy M. Hamm Robert J. Roberts 


a central region at Cleveland, and has 
named Robert J. Roberts and Guy M. 
Hamm respective regional group man- 
agers. 

The southwestern office will serve 
Texas, Oklahoma, Arkansas and Lou- 








through Continental 


First and Renewal Premiums for 
@s long as you keep policies in farce 


ASK FOR CONTRACT DETAILS TODAY 


CONTINENTAL CASUALTY COMPANY 


AMERICA’S No. | PLAN 


HOSP 


The Best Costs Less 


Your Business 


PAYS YOU 


Full Commissions on 


- -- no limit 





PAYS YOUR CLIENTS 
AND THEIR FAMILIES 
as much as $1500 
for Each Sickness or 
Accident when confined 


in ANY hospital... 
Plus up to $300 


Surgical Schedule 


GIVES YOU 


Local Claim Service and 
Handling Facilities 





General Office: Chicago 
Established in 1897 
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wey 
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Not Limited 

as to number of 
disabilities covered 
in any one year 


HELPS YOU 
Add more volume faster FREE 
and serve all clients better Choice of Doctor 
and Service 


Associated with 

Continental Assurance Company 
Transportation Insurance Company 
310 South Michigan Avenue 

Chicago 4, Illinois 
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WNL’S new 


RETURN PREMIUM PLUS PLAN 


is like a “magic bank”... 














Our agents say to prospects: 
“Suppose you had « pig bank. 
ile Before you completed 

ae your saving plan, you 
YA, S&S _went away. Your family 
“S21¢S's" would open it to find... 







.. all the money 
you had put 









«+-plus all the 
money you had 
intended to put 
-. into it (but hadn‘t 
% © yet done) — 


... plus a check 
for $5,000 (5 units)” 
/ . Magic? .. No, it's 
the new RPP! 


















With such attractive “merchandise” as this to offer, 
it’s no wonder life is treating WNL agents very well! 
If you are interested in joining one of the fastest grow- 
ing insurance companies in the Middle West, write or 
phone our agency department. 


WISCONSIN NATIONAL LIFE INSURANCE CO. 


OME OFFICE: OSHKOSH, WISCONSIN 
GENERAL AGENCY OPENINGS IN WISCONSIN, 


First Legal Reserve Stock Life Insurance Company Incorporated in Wisconsin. 


INDIANA, MINNESOTA 











COMFORTABLE and 60 very much more 


Hotel Cleveland offers a warm 
and friendly hospitality 
... convenient, too... 

directly connected with 
Union Passenger 
Terminal. 


OTHER 
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OPERATED 

HOTELS 
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Hotel 
e 
4 Boston 
The Somerset 
The Shelton 


14141) J seas} 

) | 

dod JI IIIFIiS 
uPy 
Dak! 








| SS ee ee 


se 


at) JJ JJ 33-9 
































oe 
New York City 
Ritz Tower 
Z b ° 
2 po Resorts 
Whitehall 
Palm Beach, Fla. 


Samoset 
Rockland, Me. 





HOTEL CLEVELAND 


CLEVELAND, OHIO 


isiana. District offices at Dallas and 
Oklahoma City are in charge of Fred 
H. Holmsley and Thomas R. Young, 
respectively. District offices in the 
central region are located in Battle 
Creek, Detroit and Pittsburgh. The re- 
gion will serve Ohio, Michigan, Indi- 
ana, Kentucky, West Virginia and 
Pennsylvania. 

Massachusetts Mutual also has ap- 
pointed the following district group 
representatives: Stanley W. Bowen at 
Los Angeles and John V. Roberts at 
Parkersburg, W. Va. 

Robert Roberts entered group insur- 
ance in 1946 and was appointed dis- 
trict group manager at Oklahoma City 
by Massachusetts Mutual in 1951. Mr. 
Hamm entered group sales in 1936 and 
in 1947 was named group regional 
manager for the company in Kansas 
City. 

Mr. Holmsley goes with Massachu- 
setts Mutual with seven years’ exper- 
ience in group insurance. Mr. Young 
has been in the group field on the 
West Coast for the past two years. 
John Roberts entered group insurance 
in 1948 and has been located at Little 
Rock and Charleston. 





New Group Appointments 


Pacific Mutual Life has appointed as 
group home office representatives 
John W. Craddock at Houston, William 
B. Tomkiel at Newark, John F. Stew- 
art at San Francisco and Herbert H. 
Oman at Los Angeles. Messrs. Crad- 
dock and Tomkiel formerly were with 
Pacific Mutual group offices at Wash- 
ington, D. C. and Cleveland respective- 
ly. Messrs. Stewart and Oman reecent- 
ly completed the company’s training 
program. 





Streeter Named Manager 
Carroll K. Streeter has been named 
manager at Grand Rapids, Mich., for 
North American Life, and will have 
offices in newly-remodeled quarters 


—= 


in the Association of Commerce build. 
ing in that city. His territory will ip. 
clude Kalamazoo, Battle Creek, Jack. 
son, Muskegon, Grand Haven, Hollang 
and other west Michigan communitie, 
Mr. Streeter started in the business jp 
1948. He is a World War II and Korea, 
war veteran. 


Thompson Ohio National 


Austin General Agent 


Ohio National 
Life has appointed 
Ted R. Thompson 
general agent in 
Austin, Texas. He 
will be associated 
with A. L. White, 
general agent, with 
offices at 411 
Perry-Brooks 
building. Mr. 
Thompson has been 
in life insurance for 
14 years. 





Ted R. Thompson 





Monarch Raises Cashman 
to Syracuse General Agent 


Eugene T. Cashman has been ap. 
pointed general agent at Syracuse for 
Monarch Life. He had been supervisor 
for the company at Minneapolis. He is 
an army veteran. 





Bartz to Volunteer State 


A. C. Bartz has been appointed man- 
ager at Dallas for the Volunteer State 
Life. Mr. Bartz formerly was mana- 
ger at Dallas for Travelers and before 
that was with Dun & Bradstreet for 
14 years. 





e Hal B. Armentrout, Jr., with the 
Philadelphia office of Connecticut 
General Life as an agent since 1949, 
has been promoted to assistant man- 
ager at Miami. 
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A GUARANTEED 
INVESTMENT 


The business of life insurance has kept faith, to 
the utmost, with the public. Her leadership reigns 
supreme. Today rich man, poor man, every man 
seeking good investments with 100% guarantee 
during life, and after death, turn to life insurance. 


From its beginning, the builders of Peoples Life 
Insurance Company have striven valiantly for 
the fulfillment of their dream—an_ insurance 
company built to keep faith with the public—one 
ready at all times to fulfill their pledge of guar- 
anteed protection. 


Cold, unrelieved figures of the achievements of 
the past year, and years, are proof of the un- 
compromising standard of honesty, the unselfish 
desire to be of service and the triumphant fact 
that Peoples Life, sturdy as the oak, stands ever 
ready to continue its function of protection. 


EE PEOPLES LIFE INSURANCE COMPANL 


“The Friendly Company" 


Indiana 
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~_ ASSOCIATIONS 


Christenson Is Chairman of 
North California Meet 


Wendell B. Christenson, manager for 
Occidental of California at San Fran- 
cisco, has been appointed general chair- 
man for the northern California sales 
congress to be held shortly after the 
first of the year. The congress is spon- 

by San Francisco Life Under- 
writers Assn. 





Woodson Cautions Agents 


San Antonio (Tex.) Assn. of Life 
Underwriters heard B. N. Woodson, 

sident of American General Life 
and former managing director of the 
National association, speak on “Selling 
Is Service.” 

In treating the commodity offered— 
life insurance—and its value to the 
buyer, Mr. Woodson presented several 
of its important services, one being the 
proper auditing of the clause which has 
to do with the beneficiary and the con- 
sequent objectives of the buyer which 
are to be achieved. He asserted that 
there is entirely too much talk of term 
life insurance, indicating that this form 
of insurance, while it has its place, is 
not the form of life insurance which 
renders for the average buyer the 
greatest service. He said that life in- 
surance should be considered as, first 
of all, property which can be used to 
guarantee the owning of other forms of 
property. 


N.N.J. Assn. Holds Congress 


Ralph G. Engelsman, former gen- 
eral agent and million dollar producer, 
who was program chairman of the Na- 
tional Assn. of Life Underwriters con- 
vention at Cleveland last month, con- 
ducted an all-day sales congress, 
“Making Money Now—Today,” at 
Newark, Sept. 17, the congress being 
under the auspices of Northern New 
Jersey Life Underwriters Assn. Mr. 
Engelsman is the author of numerous 
life insurance sales books and maga- 
zine articles and was lecturer on sales- 
manship at New York University from 
1924 to 1931. He is a past president of 
New York City and New York State 
Life Underwriters Assns. and of New 
York Mid-Town Managers Assn. 


Washington, D. C.—The association has com- 
pleted plans for a iife insurance training pro- 
gram of four parts, beginning Oct. 27. Two of 
the courses will be conducted at the D.C. 
office of Acacia Mutual Life, and the other 
bag at the Prudential office at Silver Spring, 


The faculty is composed of Colin M. Camp- 
bell, supervisor here for Provident Mutual 
Life; George T. Duvall, New York Life; Herb 
A. Thomson, associate manager here for Aca- 
cla, 


Cincinnati—Ralph G. Engelsman, Penn Mu- 
tual, New York City, will open the fall pro- 
gram Sept. 24 with an all-day sales seminar on 
the theme of ‘Finish the Year in High Gear.” 
Members will vote on a proposal to increase 
dues from $12 to $15. 


Waterloo, Ia.—The association will be host 
for the state group’s annual spring sales con- 
gress May 7-8. State President Fred Haskins, 
John Hancock at Des Moines, spoke on “Selling 
in Our Changing Economy.” 


Mattoon Ill—The LEastern Illinois Assn. 
heard an address by Frank D. Murphy, Mass- 
achusetts Mutual at Champaign. 


Oakland, Cal.—Herrick C. Brown, associate 
manager of Prudential, is addressing the Oak- 
land-East Bay Assn. on “Community Prop- 
erty” emphasizing the effect of this property 
on a client's life insurance and how the 
_ Marital deduction may apply to the client’s 
vspitate. 

7” 


Austin, Tex.—The association had as guest 
speaker C. E. Gaines, vice-president and 
agency director of Great National Life, who 
Spoke on “You Incorporated.” The speaker 
viewed as the most important factor in the 
Success of a life underwriter the personal re- 
lation of client and agent, and said that the 
market of each successful underwriter reflects 
him. He emphasised the need for study each 
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day and mastery of company courses, courses 
offered by the eductional service, and L.U.T.C, 
and C.L.U. work. 


Jackson, Mich.—Darlyle M. Watters, director 
of the agents’ licensing division of the Michi- 
gan department, addressed the opening fall 
meeting. He discussed the current licensing 
situation in the state. The Jackson association 
will be host for the state caravan Oct. 22. 


Dallas—Speaker will be Lloyd W. Klingman, 
manager here for Equitable Society, who will 
discuss “The Value of Education in Life In- 
surance Selling.” C.L.U. degrees will be con- 
ferred on six members and 26 more will re- 
ceive L.U.T.C. diplomas. A total of 580 mem- 
bers has brought the association roster to an 
all-time high. President is Elliott McClung. 


Springfield, 111—A panel discussion of L.U.- 
T.C. and C.L.U. classes was held this week 
at the association’s first fall meeting. 


Lafayette, Ind.—The following officers were 
installed: Alfred J. Kaser, Purdue institute, 
president; O. O. Johnson, Franklin Life, vice- 
president; and Marvin Smith, Massachusetts 
Mutual Life, secretary-treasurer. 


Johnstown, Pa.—Plans for fall and winter 
activities of the Johnstown association were 
made at a meeting here. Hilbert W. Reynolds, 
president, outlined a program for the new 
season. 


Columbus, Miss.—The Five-County life asso- 
ciation heard Robert W. Decker, general agent 
for Franklin Life, speak on the value of the 
L.U.T.C. course. 


Salina, Kan.—Guest speaker at the year’s 
first meeting was Al. C. Carlyle Ballard, 
Smoky Hill Air Force Base, whose topic was 
“Financial Problems of the Military Service 
Man”, and rules and regulations concerning 
soliciting of army personnel. Graduates of 
last year’s L.U.T.C. course received certifi- 
cates. 


Racine, Wis.—Will H. Froelich and Dale B. 
Potts, Occidental Life of Cal., at Milwaukee, 
addressed the Racine-Kenosha assocation. 


Tulsa—Keith Hefley, Great Southern Life 
at Oklahoma City, spoke on ‘$5,000 or More 
of New Business Each Week” at the first 
meeting of the fall season. 


Los Angeles—Chester A. Williams, agent here 
for Connecticut General, will address the first 
fall meeting on “If I Could Begin Again” in 
which he will describe some fundamental sales 
principles which he has found successful. Cer- 
tificates will be presented to L.U.T.C. gradu- 
ates and qualifiers of the Women’s Quarter 
Million Dollar Round Table. 


La Crosse, Wis.—The Western Wisconsin 
association opened its season with a talk on 
pension trusts by Verne Arends, Milwaukee, 
assistant secretary of Northwestern Mutual 
Life. 


Joplin, Mo.—D. Everett Thomas was installed 
as president to succeed Don J. Engle. Other 
officers are Roy B. Blizzard, vice-president, 
and George A. Klusemen, secretary. 


Madison, Wis.—Robert L. Utne of the Utne 
Agency at St. Paul for Penn Mutual, spoke 
on “How Foolish Can You Get?” at the first 
fall meeting. 


Wichita—An address by Jack R. Morris, di- 
rector of public relations of Business Men’s 
Assurance opened the fall meetings. 





Ill. Federation Meets Nov. 3 


The annual luncheon gathering of 
Insurance Federation of Ill. is to be 
held at the Palmer House, Chicago, 
Nov. 3. Insurance Director Robert E. 
Barrett will be a speaker. 


Set Phila. Ad Group Meet 


The Keystone Group of Life Ad- 
vertisers Assn. will meet in Philadel- 
phia Sept. 29. The speaker will be 
E. Huber Ulrich, assistant to the presi- 
dent and director of public relations 
of Curtis Publishing Co. 


Dillinger to Central Standard 


Central Standard Life has appointed 
Jay M. Dillinger as general agent at 
Inglewood, Cal. He has been in the in- 
surance business for eight years, rep- 
resenting life, fire and casualty com- 
panies. 


e Ohio National has increased dis- 
count rate on premiums paid in ad- 
vance from 2% to 24%%. 


Broad Extensions Made in 


Firestone Group Program 


A revised comprehensive group in- 
surance program covering 45,000 em- 
ployes has been provided by Firestone 
Tire & Rubber Co., effective Oct. 1, 
through Prudential. 

The new program represents a broad 
extension of coverages provided under 
older Prudential policies. Firestone 
instituted its insured employe welfare 
program wth group life and accident 
and sickness benefits with Prudential 
in 1933. Over the years these have been 
amended and enlarged and other group 


A. & H. coverages procured as the need 
became apparent. 

The latest revision in the Firestone 
welfare program will provide compre- 
hensive hospital-surgical and hospital- 
medical care expense coverage for 
workers for loss of time due to sickness 
or accident. Premiums for the new 
program will be borne by Firestone. 

Under the new program practically 
all Firestone employes will be covered. 


e William M. Becker, Jr., St. Paul, 
and Louis A. Nathan, Cincinnati, are 
celebrating their 15th anniversaries 
with New England Mutual this month. 





TALKING! 


OUR GENERAL AGENTS- 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
Greater Opportunities 


POLICY 


—Low cost protection 
—Understandable policies 


EVERYONE'S 


Licensed in: Alabama, Alaska, 
District of Columbia, Florida, Georgia, Hawaii, Idaho, 
Indiana, Kansas, Louisiana, Maryland, Michigan, Minnesota, 
Mississippi, Missouri, New Jersey, New Mexico, North 
Dakota, Ohio, Oregon, Pennsylvania, Puerto Rico, Texas, 
Virginia, Virgin Islands, Washington. 





BROKERS AND SURPLUS WRITERS — ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 


OWNERS—ABOUT CROWN LIFE’S 
—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card — 
rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over One Billion in force in our 52nd year 


Arizona, California, Colorado, 








901 West Montrose Avenue 





ACTUARY 
(Society Associate) 


We have an excellent opportunity as Associate Actuary for a man areund 30-35 who wants 
to improve his position. An ordinary life department needs you. The association has been 
established since 1913 and with life operations for 8 years, has 200 million in force. The 
man we want should be able te build an insurance policy and follow it through the insurance 
departments. Experience with annual statements desirable. State experience, background, 
salary requirements. All replies will be answered and kept cenfidential. 


BENEFIT ASSOCIATION OF RAILWAY EMPLOYEES 


Chicago 13, Illinois 
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Uniform A.&H. Claim 


Forms Declared Essential 
(CONTINUED FROM PAGE 1) 
sound economic foundation, and Mr. 
O’Connor said curtailment of the trust 
fund and establishment of social secur- 
ity on a pay-as-you-go basis with cur- 
rent benefits paid from current levy 
taxes should be the goal. He urged 
claim people to follow the committee’s 
study and write their congressmen set- 
ting forth their ideas to prevent fur- 

ther expansion of benefits. 

Mentioning state disability plans, he 
said this is a field in which there will 
be a continued threat to the insurance 
business. The insurance people will 
have to become politically minded, not 
only watching developments but taking 
part in them, he asserted. 

Mr. O’Connor’s remarks were round- 
ly seconded in the address of Laurence 
F. Lee, president of Peninsular Life, 
and chairman of the board of the U. S. 
Chamber of Commerce. Mr. Lee, talk- 
ing on “Freedom Can Be Insured.” 
warned of the possibility of federal in- 
tervention in the life business and said 
the company men cannot be complac- 
ent when they stop to think that the 
government has become the world’s 
largest insurance underwriter. 

Rowland H. Long, counsel of Mass- 


achusetts Mutual Life, spoke on “‘Con- 
tributory Disease as a Defense to 
Claims For Benefits in the Event of 
Death Resulting from Injuries Caused 
by Accidental Means’”’. 

Mr. Long concluded that payment 
should be made and in practice it is 
generally made in cases which involve 
mere temporary disorders, functional 
disturbances or frail general conditions, 
in cases where the facts fail to estab- 
lish causal relation between disease 
and injury or death, and in cases which 
involve intervening disease which fol- 
lows as a natural, though not neces- 
sary consequence of an injury. 

If the defense of contributory disease 
is to have a reasonable chance for 
success, counsel must insist that the 
charge should be adapted to the exact 
problem presented by the evidence, 
analyze the policy provisions and indi- 
cate to the jury the fact conclusions 
they may make under the evidence 
and the proper application of the poli- 
cy provisions to each conclusion. 

The charge should give a definition 
of disease plus a norm or standard to 
enable the jury to determine the exist- 
ence of disease. 

The court should be requested to 
submit special questions to the jury. 
The general verdict should be avoided 
if the practice of the forum permits. 
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Inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P.M. 
Jackson Blvd. 
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Group Insurance Salesmen 
Experienced 


Contacts in New York City with brokers important. 
Salary open. 
Generous extra remuneration plan. 
All employee benefits available. 
Ability to produce business essential. 
Complete group portfolio including permanent and deposit 
administration annuities. 
Established Company with excellent reputation. 

Write comprehensive resume, personal, educational, business 
history to Box U-38, The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 

Our Company men have been informed of this advertisement. 











REGIONAL GROUP MANAGER 
WANTED 


Here is exceptional opportunity for right 
man to become associated with well-known 
midwest company, which is expanding group 
insurance operations. Applicant needs min- 
imum two or three years experience with 
large group writing company. Age, 30 to 
40 preferable. New and existing territories 








A & H MAN AVAILABLE 


10 years’ experience in Field training and Agency 
Management, both life & hospitalization fields. 
Willing to travel or re-locate. Address U-32, 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








open. Salary open. Give full details in first 
letter. All information will be held confi- 
dential. Address Box U-37, The National 





Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








FOR SALE 


Mutual Insurance Agueny located in fast-grow- 
ing northeast Phoenix, Arizona. Clientele of six 





years ——e full coverage for business and 


ASSISTANT ACTUARY 
Rapidly growing progressive Upper Midwest 
Company has opportunity for man with actu- 
arial experience. ler Associate in Society but 
will consider one who has passed 4 examinations. 
Please state age, experience, marital status and 
salary expected. Address U-I!, The National 
—_— Co., 175 W. Jackson Bivd., Chicago 








d 95' office- 
residence zoned business "A" optional. 
P. O. Box 7115, Phoenix, Arizona 





residential risks. High quality personal service 
has intai "4 Sale of 














An appeal should not be taken where 
the evidence presents a question of 
fact, except when the verdict is clear- 
ly against the weight of the credible 
evidence and then only in those juris- 
dictions where the trial and appellate 
courts are empowered to set a verdict 
aside when it is against the weight of 
the credible evidence. An _ appeal 
should be taken only when law ques- 
tions are clearly presented by the rec- 
ord. Never take an appeal bottomed on 
disappointment and a conviction of the 
heart that the jury could not have 
found against you on any basis short 
of utter inbecility or aberration of 
mind. 


Service and PR Keep 


Business Private—Dawson 


(CONTINUED FROM PAGE 1) 
of our economic freedom and limited 


government.” 

Mr. Dawson also urged the insur- 
ance industry to scrutinize government 
efforts to provide broad and perma- 
nent coverages for servicemen. He 
pointed out that private life insur- 
ance companies “commonly issue com- 
plete coverage on servicemen during 
peacetime, and even in wartime offer 
insurance for the normal hazard of 
death as distinguished from the ab- 
normal hazards of war. Furthermore, 
some companies provide a modest 
amount of coverage for servicemen in 
wartime, without a war exclusion.” 

A recognition of the proper spheres 
of private life insurance and govern- 
ment life insurance should avoid dup- 
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tual Life. He has been with the com- ing & Statistical Assn. heard a pane 
pany’s Stumb agency at Detroit since discussion of “ Current Insurance Com- 3 
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World to Take Maloney 


to Court on Suspension 


(CONTINUED FROM PAGE 1) 
advertising material. The only Witnes 
called by the department was a depart. 
ment lawyer who merely testified fron 
their files, which they admitted did ng 
contain a single complaint from any 
policyholder. 

“We have taken the position the yp. 
warranted action of the insurance com. 
missioner of California against this 
company has and will continue to seri. 
ously affect the business of disability 
insurance in that state and this is; 
matter which every insurance com. 
pany, either domesticated or doi 
business in California, should take ap. 
tive and keen interest. We have met the 
issues of the accusation filed against ys 
by showing the true facts and condi. 
tions which have existed for Many 
years in the’ insurance industry 
throughout the nation, as well as in the 
state of California. We intend to carry 
this fight to the very end and we ar 
certain the courts will approve the 
manner in which the insurance indys. 
try of this nation has been doing busi. 
ness.” 





Houze Named At Chicago 


William M. Houze, Jr., has been ap. 
pointed brokerage manager for the 
John Lawrence Chicago agency of 
Massachusetts Mutual Life. He began 
in insurance while still attending 
school, in his father’s John Hancock 
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PERSONALS 


(CONTINUED FROM PAGE 15) 





Danaea 


aged the apartment of Benjamin Heald, 
Massachusetts Mutual, who was away 
on vacation, in the same building. Mrs. 
Wray sustained minor burns. 


Vice-president A. T. Collier of John 
Hancock had two paintings on exhibi- 
tion at the Lawyers’ Art Show pre- 
sented by the Boston Bar Assn. during 
the recent annual meeting of the 
American Bar Assn. at Boston. 


William G. Chote, Southwestern 
Life, Austin, Tex., past president of 
Austin Assn. of Life Underwriters, is 
directing the employes division of 
United Fund, solicitation for which the 
Austin association has assumed re- 
sponsibility. 


Clyde L. Patterson, whose appoint- 
ment as general a- 
gent for Washing- 
ton National at 
Shreveport was re- 
ported last week, 
formerly was field 
representative for 
Great American 
Reserve and has a 
sales background 
in the _ building 
material and air 
conditioning and 
heating fields. He 
is a graduate of 
Northwestern State College at Natchi- 
toches, La. 





Clyde L. Patterson 


J. J. Klingenberger, assistant vice- 
president of Lincoln National Life, 
was presented a gold watch by the gen- 
eral agents at their Asheville, N.C., 
conference for his more than 40 years 
service. 


J. M. Bryan, ist vice-president of 
Jefferson Standard Life, and a past 
potentate of Oasis Temple, Charlotte, 
N. C., was elevated to 1st vice-presi- 
dent of Southeastern Shrine Assn. at 
the annual convention at Atlanta. 


James F. Malone, former Pennsyl- 
vania commissiner, now district attor- 
ney of Allegheny county (Pittsburgh), 
is being mentioned as a possibility for 
appointment as attorney general to fill 
a vacancy. The reports are that Gov. 
Fine may name Mr. Malone to the 
state’s top legal office to keep his name 
before the public with the prospect of 
having him run for governor next year. 


George B. Butler, life insurance com- 
missioner of Texas, and chairman of 
the executive committee of N.AI.C., 
has been undergoing treatment for a 
back ailment at Scott & White Memor- 
ial hospital at Temple. Garland A. 
Smith, the casualty commissioner, has 
been the only one of the three-man 
board that has been in circulation late- 
ly. Paul Brown, the fire insurance com- 
missioner, has been at McCloskey VA 
hospital at Temple since February. He 
has been in a coma since that time. 


Luther L. Mills, manager at Milwau- 
kee for Equitable Society, scored a 


yy0le-in-one, his first in nearly 30 years 


f golfing, at the King’s Gateway Golf 
Club, Land O’ Lakes, Wis. He sank his 
shot on the par 3, 135-yard No. 8 hole 
with the No. 6 iron. 

Mr. Mills’ notable accomplishment 
tame at a four-day educational-recre- 
ational company session at Land O’ 
Lakes. His ace was the first ever reg- 





istered on the course, which has been 
in operation seven years. 


Charles Becker, Jr., vice-president 
of Franklin Life, and Mrs. Becker are 
parents of a daughter, Mary Elizabeth, 
born Sept. 10. Their first child, the 
baby weighed nine pounds, three 
ounces. Mr. Becker is the son of Chas. 
E. Becker, Franklin Life president. 


Robert Merriman of the consulting 
actuarial firm at Scranton, Pa., of 
Merriman & Weichel, and Mrs. Merri- 
man are off on a two-month European 
trip. 


Robert B. Patrick, financial vice- 
president of Bankers Life of Iowa, has 
been appointed by President Eisen- 
hower as a member of the President’s 
advisory committee on government 
housing programs. The committee is to 
draft recommendations for limits 
of federal government participation in 
meeting the housing needs of the na- 
tion. 


Powell B. McHaney, president of 
General American Life, has been elec- 
ted president of Civic Progress, Inc., 
an organization devoted to co-ordinat- 
ing efforts of civic and public groups 
in the St. Louis area. 


The engagement has been an- 
nounced of Thomas F. Mahoney, Jr., 
actuarial examiner in the Illinois de- 
partment, to Miss Barbara Baynes of 
Wilmette, Ill. 


Two Denver business men who are 
mentioned prominently as friends and 
hosts of President Eisenhower are Carl 
A. Norgren, chairman, and Aksel Niel- 
sen, vice-president of United American 
Life. They own the ranch on which 
the President spent his vacation. 


Daniel J. Reidy, vice-president and 
general counsel of Guardian Life, is 
chairman of the insurance section of 
the New York State Bar Assn. which 
is devoting one day of its two day 
meeting in Buffalo this month to a dis- 
cussion of problems in the automobile 
accident field, particularly those of the 
uninsured motorist. The session is be- 
ing held Sept. 25. 


John H. Ames, vice-president and 
actuary of Bankers Life of Nebraska 
has been elected president of the Lin- 
coln library board. 


DEATHS 


HARRY H. LYON, JR., of the home 
office staff of Independent L. & A. of 
Jacksonville, Fla., died at a hospital 
there after an illness of six months. 
Mr. Lyon joined the company at the 
end of World War II as an agent and 
early this year was promoted from 
district manager to his recent position. 
He was 38. 


A. D. NOYCE, general agent for 
Franklin Life at Salina, Kan., since 
1942, died a few hours after suffering 
a heart attack there. Mr. Noyce had 
been in the business for 20 years, start- 
ing at Salina with the old United Life. 


VINCENT DE PAUL CLIFF, found- 
er, past-president and retired chairman 
of Federal L. & C., died at 86 of pneu- 
monia. 

In 1891 Mr. Cliff was one of the 
founders of Northwestern Benevolent 
Society of Duluth, one of the country’s 
two earliest industrial A. & H. insur- 
ance organizations. Northwestern in 
1900 merged with Metropolitan Acci- 
dent of Chicago and Continental Assur- 











ance of Detroit to form the company 
which later became Continental Casu- 
alty. In 1901 he purchased an interest 
in the old U. S. Accident & Health of 
Saginaw, Mich., later taken over by 
Massachusetts Bonding as the founda- 
tion for its A. & H. department. 

In 1902 Mr. Cliff was one of the main 
factors in organizing the Detroit Con- 
ference, which he served as president 
and a member of the board for nearly 
20 years. The conference was the fore- 
runner of today’s H. & A. Under- 
writers Conference. 

In 1906, Mr. Cliff founded Federal 
Casualty, which in 1929 entered life 
insurance and the company’s name was 
changed to Federal Life & Casualty. 

Mr. Cliff served as president until 
1947, when he became chairman. He 
retired in 1952. ; 


JULIUS A. BOHR, 69, agent at 
Grand Rapids for Prudential for 35 
years prior to his retirement in 1947, 
died at his home in that city. 


CLAUDE C. FIGGS, 69, with Pru- 
dential 34 years until his retirement, 
died at Jacksonville, Fla. He went to 
Jacksonville six years ago from Phil- 
adelphia. 

J. ROY CESSNA, local agent at Bedford, 
Pa., for nearly 30 years, died there. He joined 


the Woods agency of Equitable Society in 1903 
and stili represented that company. 


OLIVER THURMAN, 76, retired 
vice-president of Mutual Benefit Life, 
died at Charlottes- 
ville, Va. He went 
with Mutual Ben- 
efit in 1903 at 
Dallas and re- 
mained with the 
company as a rep- 
resentative in Tex- 
as and later in 
Maryland until 
1911, when he be- 
came an agency 
officer of Phoenix 
Mutual Life. He 
headed that com- 
pany’s Boston agency, but resigned to 
become superintendent of agencies of 
Mutual Benefit Life in 1919. Mr. Thur- 
man was chairman of the first execu- 
tive committee of the Life Insurance 
Sales Research Bureau, now L.I.A.- 
M.A., and for many years a trustee of 
American College of Life Underwrit- 
ers. He was a leader in the promotion 
of scientific agency management and 
professional life insurance selling. He 
served Mutual Benefit as vice-presi- 
dent and superintendent of agencies 
from 1928 to 1936, and vice-president 
of the underwriting department from 
1936 until his retirement in 1947. His 
son, Oliver Jr., is a representative of 
Mutual Benefit in New Jersey. 





Oliver Thurman 
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Mer. Paris District Agency, Paris, Texas 


Joining Anico as an agent in 1936, Robert L. 
Vinson has built an outstanding career. Pro- 
moted to assistant superintendent of the 
Childress Agency in 1939. Promoted to district 
inspector in 1940. Promoted to agency organ- 
Promoted to head the Paris 
Agency on February 15, 1943. This agency 
under his management has twice taken the 
top leader honors. He is a charter member of 
the President's Club. “Bob” Vinson is one of 
the most distinguished examples of the career 
opportunities in the Anico Combination field 
organization. You can grow with Anico. 


A working contract that permits outstanding earnings. 
Policies that stand out in value against any competition. 


A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 


The most modern and effective selling aid program that 
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Late News Bulletins... 


(CONTINUED FROM PAGE 1) 
Mr. Graham was presented an engraved watch on completing 25 years as see. 


CELEBRATING ......... 





25 YEARS OF SERVICE retary. C. O. Pauley, retired managing director of H. & A. Underwriters Cop. 
ference, a former association president, was elected to honorary membership. 
ATTRACTIVE GENERAL AGENCY OPENINGS Dr. Kiefer Gets Distinguished Service Award 
Dr. Norvin C. Kiefer, chief medical director of Equitable Society, has b 
UNDER OUR NEW EXPANSION PROGRAM given the distinguished service award of the Civil Defense Administration 


Author of a number of papers on health resources for a national emergency anj 
the health aspects of civil defense and disaster control, Dr. Kiefer served fo 


Our Attractive Agency Plan offers— two years as director of the health and special weapons defense office, becom. 
ing chief medical director of Equitable Aug. 1. 
Liberal Commissions aon 
Cal.-Western States Votes 100% Dividend 
a Vested Renewals California-Western States Life has voted a 100% stock dividend to be issug 
" P ‘ eae to stockholders of record Sept. 30, 1953. This follows approval of th . 
Disabil , pproval of the move by 
Complete Line of Life, isability the company’s board Aug. 25. Stockholders also voted to amend the articles oj 
and Hospital Policies incorporation, increasing the authorized number of shares to 700,000. The diy. 
Ages 0 to 80 years inclusive dend will be accomplished by transferring $3,500,000 from the earned surplus 
to capital, thus increasing capital to $7 million. 1 
a ee RT New York Life Has Two New Group Regions 
s y q ying New York Life has established two new regional group territories in the 


south, largely a redistribution of territory formerly covered by the regional of. 


Openings in the following States: . y ‘ 
fice at Washington. The Washington office now becomes part of the north At 


California, Arizona, Nevada, Oregon, Washington, Utah, Texas, Georgia, lantic regional territory. 
: , Forrest Huffman, formerly supervisor of group sales at the home office 
Alabama, South Carolina, Florida, Idaho. moves to Dallas as supervisor of the new south central territory, embracing 


group offices at Dallas, Houston, Kansas City, Memphis and St. Louis, and the 
let tails, write 1 projected Oklahoma City office. 

For complete details, write to Wallace R. Shaw, formerly district group manager at Atlanta, continues there 
as head of the new southeastern region. William L. Fehon, Jr., formerly reg. 
gional group manager at Washington, goes to the home office to take over Mr, 


. i Vice-Pres. & A ir. 
©. SAieisn es SNe Huffman’s duties. Alfred P. Morrissey succeeds Mr. Shaw as district group su- 
WESTLAND LIFE INSURANCE COMPANY pervisor at Atlanta. Before his recent return from a year in the marines Mr, 
. Morrissey was in charge of the Miami group office. With the added territories, 
4250 West Third Street New York Life now has six group regions. 


Los Angeles 5, California 


Robie Personnel Director of Equitable Society 

Edward A. Robie has been appointed to the newly-created post of personnel 
director of Equitable Society. He is a graduate of Princeton and at one time re- 
search assistant in its industrial relations section. 
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STATE MUTUAL LIFE’S.. New § Tells Growth Potential ciaentas Geamiaies of aac 
of Life Insurance Stocks gency facilities of both stock and mu 


tual companies over the past decade, 
(CONTINUED FROM PAGE 1) and particularly the last few years. 
shelter from high corporate income = 3. possibility of invasion of the fed- 
tax rates, as the effective tax rate on .,.) government into the field of com 
life insurance companies is generally jy)sory insurance, extension of social 
about 614% of taxable investment in- security, etc. 3 
come. : ; ro 4. Potential increase in mortality 
8. Conservative acounting policies yates in event of a third world war, 
charge the major portion of the costs jinimized to a degree by war clauses 
of acquiring new business to expen- ich reduce liability. 
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ses in the year in which their busi- 5. Improved longevity has an advers 
: , : ness is written, thus deferring the j - ; f 
-tim ents and rokers are findin this . = effect on the insurance earnings 0 
Our full-time ag b 8 benefits from the new business. cutiain Gethin. i, aaaaiien, 
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9. Stated book values do not reflect 6. While no change in legislation cor 
the substantial value of the business cerning the method of which life inw= 
in force, and also do not include any ance companies calculate their federal 
value for good-will, agency organi- income tax liability appears likely, any 


zations etc. ici ; 
’ - V WwW such 
‘ - f A fl . Me a, ould probably increase 


fluences, there are favorable growth 7 pogsiple increase of unionization 
prospects. aes * 
11. Substantial defensive qualities ot aimee in industry and highet 
exist in a deflationary period as po- 8. Market prices appear high in view 
licyholders are prone to retain their of the historical pattern of the price- 
policies, not letting them lapse, and carnings relationships. Furthermore, 
investment a tends to hold UP the stocks are generally selling at 4 
well with the investment portfolios premium over book values, whereas 
comprised primarily of fixed income during the earlier part of the last dec 
securities. ade the stocks sold at discounts from 
On the debit side the study lists the state book values. 
these reasons why investments in 9. The market values of the large 
stock of life insurance companies pond portfolios have declined materi- 
might not appear so attractive: —__— ally with the rise in interest rates, and | 
1. Stock companies will have con- would decline further in the event vt & 
tinued or increased competition from firmer money rates. 
the mutual companies which are the 10. Yields on current market prices 
largest factors in the industry; the are low, and are substantially less than 
actions of the latter can have a major those for other equities, pref 


ASULANNCE : , 
influence on the level of industry pre- stocks and bonds. 
OF WORCESTER, MASSACHUSETTS r y mium rates, liberality of policyholders’ 11. Limited marketability of shares 
dividends, etc. —small number of shares outstanding 


PRT TC NE NEN NE Ee ETT eS ELIE OR RT ST TT oo 2. There is the possibility of in- and inactive trading. 
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contract highly profitable because it’s so easy to sell. 


Three basic plans — one for age 0, one for Return 
Premium to age 10, and the third for level death 
benefits from age one or higher — all multiply at 
age 21 to $5,000 of face amount for each $1,000 of 


basic coverage 


The “Junior Thrift Builder’’* is available at ages 
0 to 15, is life paid-up at age 65 and, of course, both 
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Death and Disability payor benefits can be included. 


*In New York known as “Junior Estate Builder” 
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writers Con. i. 
race AMMUNITION! A WELL-BALANCED COMPANN 
ard 
ty, has been A Navy Chaplain, aboard the Cruiser New Orleans, uttered the above, b 
peasy: oft-repeated, famous statement. It could well be the plea of every alance... 


ergency and 


r served fo life insurance representative. Pan-American Life Insurance Company 


smoothes the way 


fice, becom. offers the following “ammunition”: 
: on, - In sailing, balance is essential 
xcellen ai 
to be issue Highly competitive merchandise _ to successful performance. 
the move by Career contract for career men In a life insurance company, 
e articl ° ° 
0. The oa IN ADDITION— success is attained by a balance of 
: ice Und iti d Servi 
ned surplus ree acorns ee . eer je pend past performance, present progress 
[ an-American’s pooh commaneanon plan includes: and future objectives. 
Ss ° . e 
ories in the 1. Hospitalization 3. Pension Plan Fidelity 18 
regional of. 2. Group Insurance up to $6000 4. Disability Benefits a well-balanced company. 
ie north At- For further information, Address 
CHARLES J. MESMAN a 
1ome Office CRAWFORD H. ELLIS Superintendent of Agencies 75" 
is san Presiden PAN AMERICAN eats” 
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Face value of the average of all 


an adverse policies placed in force by UNITED 
arnings of LIFE in 1952 was $8618—in 1951, 
eS. $8293—in 1950, $7846... earning 
slation cot fifth position in this respect for 


eS ae UNITED LIFE among the nation’s 
likely, any more than 500 life insurance com- 
crease such panies. 
nina The scope and added benefits of 
: : every UNITED LIFE policy provide : . 
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and highé underwriter and policyholder alike 2, on Quality . 
igh in view with an unusual opportunity. active Retirement Plan. 
= price- For particulars write to WM. D. HALLER, . ; 1 
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“This is the kind of a job where 


I can LOOK UP 
to MYSELF!’ 


By B. B. Equitable Society Representative 


Maybe the reason I can look up to myself is because the folks 
I’ve helped over the years can sort of look up to me... 


Folks like Jim Britt. He likes to smoke his pipe on his 
front porch. Whenever I pass his house Jim’s smile tells 
me how grateful he is that I talked him into that retirement 
policy years ago. Thanks to the fact that Jim listened, he’s 
independent today. There’s a lot of peace and happiness in 
Jim’s mind because once a month there’s a good-sized 
Equitable check in Jim’s mailbox. 


I’ve made a lot of different friends like Jim Britt over 
the years by solving their different insurance problems. 
These friends look up to me, just as my family looks up to 
me, because in doing what I like to do, I’ve been a good 
provider...and a good asset to my community. 

If I had it to do all over again, I’d still do the job that 
enables me to look up to myself. And I’d do it again with 
a company that I can look up to with the greatest pride, 
the Equitable Society! 


393 Seventh Avenue, New York I, N. Y. 


One of a series of advertisements illustrating how a 
representative of The Equitable Life Assurance Society 
serves his community by selling life insurance. 





